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INTRODUCTION 


PURPOSE OF THE CONFERENCE 


A working conference of livestock production and marketing 
Extension specialists devoted to the consideration of new 
developments and problems in breeding, feeding, diseases, 
outlook, and Extension techniques and methodologys The con- 
ference is especially designed to permit an intensive 
analysis and a free exchange of ideas on subject matter and 
Extension techniques, 


PLAN OF CONFSRENCE 


The conference plan may be broken down into three main 
categories: First, reports by leading research, regulatory, 
and service personnel, who can contribute to the Extension 
program specific materials of current concern to the 
Extension specialists in livestock.production and marketinge 
A full discussion of each report and its potential value or 
application in the Extension program follows each reporte 
Second, panel discussions by Extension specialists themselves, 
in which they review the programs and approach in selected 
problem areas, Details of successful and unsuccessful 
Extension techniques are set forth for all to consider. 
Third, a tour of local production and marketing facilities, 
which broaden the specialists understanding of situations 
beyond his own State boundaries. 


RESULTS 


The reason for the continuing interest in this type of con- 
ference could probably be best summed up as follows: First, 
the expressed need on the part of the specialists Lope ane. 
opportunity to exchange experiences and ideas with personnel 
that have identical problems and objectives. Second, the 
singleness of purpose and interest on the part of all those 
who attend the conferencee Hach has something to contribute 
to the others programe 
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Knoxville, Tennessee 


_ June 15 - 19, 1953. 
BEEF CATTLE PRODUCTION AND MARKETING 


s 


REGISTRATION: McCord Hall, Universi ty of Terinessee Farm 
MONDAY » June 15, 1953 


Chairman: J.S. Robinson, Extension Animal Husbandman, Tennessee 


e302 DdMen is s The Purpose of This Conference 
. JdeHe McLeod, Director of Extension, Tennessee 
8:00 Delle: _ The ‘Livestock Outlook 
; nha as sec Hargld Breimyer, Agricultural Economic 
Statistician, BAH, USDA 


8:5 » Devinn) Organization of Conference and Committee 
Assignments 

. :S, T, Warrington, .In Charge, Livestock, Dairy, 

and Poultry Marketing Section, ‘Division of 
Agricultural Economics, Federal Extension Service 


“TUBSDAY’_-Topie: BEF CATTLE BREEDING 1 OBLEMS”’ 
Chairman: Jack Kelley, Ext, Animal Husbandman, North Carolina 


8:30. ame The Way Out for the Beef Producer 
r 5 - Oscar. Aa Day,. Economist, Wilson & Coe, Chicago 


9:15 ace, ‘" “Discussion Leader - George W, Litton, Head, 
/ . cs ,0 4. ... Animal Husbandry.Depte, V.P.I., Virginia 
9:30 asm, Progeny Testing of Beef Cattle 
\ neianed bine? p24 DRe ~Gels Winoaid, Animal Husbandry Depte, 
Virginia Polytechnic Institute, Virginia 


10:15 aeme. _ . Discussion Leader = A.L. DuRant, Extension 
. Animal Husbandman, South Carolina 


ae. 230: Breeding Plans That Fit the Commercial Purebred 


Breeder - Dr. H.J. Warwick, Southern Regional 
Beef Cattle Coordinator, USDA, Knoxville, Tenn. 


11:15 a.m. Discussion Leader - Charles HE. Bell, Jr. 
Extension Livestock Specialist, Georgia 


TUES DAY 


Chairman: - 


1:30 pem. 


(25 ig Bettiaaeen 


2230 Dele 


3230 pele 


4:15 peme 


~ WEDNESDAY 


~)< 
Topic: BEEF CATTLE FEEDING PROBLEMS 


Dr. John He ‘Foster, Head, Department. of . 
Animal Bus bandry Maryland 


New Highlights of Beef Cattle Nutrition 
Drs We N.-Beeson,- ‘Prof. of Animal Husbandry, 


yur aue Reena: Indiana 
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ieee tae Leader - ~ re yi Tyrrell, Assoce 
Extension Animal Husbandman, Tennessee 


Panel - Creep Feeding .-: 


Chairman, “Myron E, Lacy,-Extenston: Animal 


Husbandman, New York 
: J¢S."Buchanan;: Extension Beef 
Cattle’ Specialist, North Carolina 
pee Hopper, Field Agent in Animal 
Husbandry, Kentucky: ,. 
“Os Ly Hilt, extension Animal 
»: Husbandman, Louisiana 
BH. Aw Livesay, Head, Dept. of Animal 
Husbandry, West Virginia :. 


Effective: Use of Visual Aids in the Extension 
Program, Ralph MeDade, Visual Aids Specialist, 
Tennessee  -; 


Discussion Leader - George RK, Johnson, 
- Extension Animal Husbandman, New York 


Field Trip  - University of Tennessee AEC 
PA Bea e eee Prognan 
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neneda nite on ‘of ‘the Use of Radia Isotopes 


in Meat Se Studies with Farm Suee 
Tour 8 Tad vega ey. natn fra eeebocic: 
facilities, Oak Ridge -- 


Tour - Museum of: Atomic Energy . 
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Observe complete grassland beef production - 


Extension TVA Unit. Test Demonstnation Farm 
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THURSDAY 
Chairman: » M. 


8:00 Ase 


9:30 aem, 


AO 700 Weenie 


1LO:h5 Hie 


Me oe 


. Topic: — EFFECTIVE EXTENSION METHODS 


We Mul drow » Extension, ee. Husbandman, Arkansas 


Beef Cattle Ccadine Demonstration 


(East Tennemaee Packing, Company } : 


Relation. of the Extension Worker to the 
Livestock Producer = Tom J. Hitch, President 
Tennessee Farm Bureau Federation, . Columbia, Tenne 


aah Livestock "Extension, Program in Mississippi 


Paul F, Newell, EXTe Animal a MLSS e 
HeE. Grissom, “ 
JS. McKewen, "” Tivestock Viktee Specs v 


Panel = The sepa of the Feeder Calf Auction 


Demonstration as an Educational 
Technique dee 


Chairman, Ke C, Williamson, ASSOG», EXt. 


Animal Husbandman, Virginia 


“The mechanics of the calf sale as an 


educational. machnt due : and summary. 


Js io McKewen, ‘Livestock Marke ting 
' Specialist, Mississippi 


-.. How: Mississippi organizes calf sales to make 


Reet. uge of them as an educational technique 


Charles: Ee ante Jr,., Extension 
Livestock Specialist, Georgia 
The calf:sale program as an educational way 
‘for SER cial and guidance in production. 
Ae Ve ahs Extension Animal 
Husbandry Specialist, North Carolina 


si. The calf gale. progpam--as,.a demonstration in 


eas way: of mui tA BE feeder cattle, 
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THURSDAY ““ -~-Topic:’ LIVESTOCK AND MEAT MARKETING — 


“Chairman: H. U. Quessenberry, In Charge, Livestock Marketing, 
North Carolina Department of agriculture 


a2 30 pews Regional Livestock Marketing Problems 
Jack De Johnson, Assocs: Prof. and, 
Ma Cooperative Agent, Virginia. 
‘2:00 poems The Farmers "Stake" in Livestock Marketing 
Bi he ce Practices -~ M. J. Cook, Chief, Packers: 
and Svan ca igage ex ote USDA 


2:30 Dem. - pate} ~ State ‘Livestock Marketing Problems 


-Raymond:L, Fox, Agricultural Heonomist, 
- . Farm. Gredit. Administration, USDA 
Some basic problems in livestock marketing in 
the East as compared with problems in the 
1. PANES... areas: ee in the Gorn ‘Belts 


awendsant Parle »:. Sor, ‘Prol in Marketing, 
. . New. Yorle- tie 
A few major problems in Wear tie marketing in 
Shanes olan oat 


ah). Ty Lassiter, Livestock Marketing 
Specialist, North:Carolina State 
Department of Agriculture 
Some major problems in swine marketing in 
'.the Southeast, 


Tig SiG Houston,. Asst. Animal Husbandman, 
Tennessee 
Some major problems in lamb and wool marketing 
, in Tennessee 


Chairman, Guy Re Cassell, Livestock Marketing 
Specialist, North Carolina 
Summary and additional comments. 


Discussion 
13:00 Dee Fluorine Toxicity in Cattle 
Dre Chase Se Hobbs, Head, Animal Husbandry 


Department, Tennessee 


h:30 Dems Inspection of Experimental Results in 
Fluorine Poisoning Control 


FRIDAY 


Chairman: 


8300 ase 


9:30 agme 


10:15 aeme 
10:30 agme 
12:30 pems 


Dr. Thomas H. Bartilson, Extension Animal 
Husbandman, USDA 


Beef Cattle Carcass Grading 
(East Tennessee Packing Company ) 


ER. Ce Maxiener, Meat Grading Specialist, 
Livestock Branch, PMA, Cincinnati, Ohio 


J. Ws. Cole, Associate Animal Husbandman 
Tennessee . 


The Growing Importance of Animal Health 
Dro Ge M. Merriman, Associate Veterinarian, 
Tennessee 

Discussion | 


Committee reports and business session 


Adjourn 
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THE LIVESTOCK ouTLOOK 2/ 


The economic position of the ane reeiose: industry is morn tually 
in transition. As in other agricultural enterprises having 
large numbers of individual producers, responses are always 
being made to changing conditions--sometimes slowly, at other 
times more rapidly. Production, price and income are seldom 
stable for any long period of times. ,., 
I am going to discuss present and prospective economic trends 
in livestock. But first I want to relate this feature of the 
industry to the individual producere ‘To him variableness is 

a source of indecision, It becomes a question for him as to 
how.to make plans for the future with.some degree of confidence. 
What assistance can he be given? At least he needs the best 
possible economic information on current trends in livestock 
and the prospects for the future, We call this outlook in- 
formation, It has been provided to farmers since the ,carly 
1920's, Many or most of you here are associated ‘in dissemina- 
ting outlook information, uirectly or indirectly LD Your tates 
Some of you also carry on analysis basic to evaluating the 
outlook, It is our Job to prepare and present outlook informa- 
tion as accurately and effectively as wé can. 


Those of us engaged in, appraising the outlook must keep in 
mind the flexibility and variability of tne livestock industry, 
looking at the future not as a simple extension of the past 
and present but as something that is constantly evolving. 


Hconomic changes in livestock during the last few years are 
well known. I will review them only briefly. ‘The end of 
World War II found comparatively small numbers of hogs and 
sheep but a record number of cattle on Parms,. Marking that 
period was a considerable misgiving for the future, as the 
strongly war-based economy was ending. Livestock producers, 
like others, reacted to the uncertainty. The results, which 
were speeded by poor feed crops in 194.7, were that hog pro- 
duction was held liquidated. In 19h7 cattlemen s 1d not only 
the steer and heifer inventories thav iiney madsous ie upside: 
price control, but also many breeding cows, 


A consequence was a shartage of meat in the face of unexpect- 
edly strong demand, Prices of meat and livestock shot to new 
highs in the summer of 19)8,. Later, farmers again took heart 
and, aiied this time by big feed crops in 198, they began to 
expand production, For hogs the build-up was fasts; by 1951 

the ple crop reached a peacetime-record, 102 millions, For 

cattle, with their long life cycle, the expansion was slower. 


1/ Presented by Harold F, Breimyer, Agricultural Economic 
Statistician, Bureau of Agricultural Economics, U.S. 
Department of Agriculture, at the Interregional Livestock 
Production and Marketing Conference, June 15 - 19, 1953, 
Knoxville, Tenn, 
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But in 1950, million cattle and calves were added to herds. 

In 1951, the addition was almost 6 million and in 1952 it was 
about the same number, ByJanuary 1953 numbers were. at an all- 
time high of 9h million, 17 million more than years before. 
Almost all the increase in these } years was in beef cattle. 
Furthermore, stimulated by excepti>snally large profits in cattle 
feeding in of the last 6 years (196-7, 1947-48, 19).9-50 and 
1950-51), cattle feeding hit by far the largest volume on record 
this past winter. The 5.8 million head on feed January 1, 1953 
was up 53 percent from the 3,8 million in January 1948, 


While cattle numbers continued to mount, hog production turned 
down from its 1951 high, Large marketings of hogs depressed 
prices, and in 1952 hog producers cut their pig crop 10 percent 
below 1951. Their plans last fall were for a 13 percent fur- 
ther reduction in the number of sows to farrow this spring. We 
will not know until June 22 how exactly their intentions were 
actually followed; but if the pig crop was no larger than had 
been indicated it was the smallest since 1938. 


These vacillations in production have been reflected in as great 
or greater changes in slaughter and in price. When producers 
were holding on to cattle and calves in 1951 they sold only 26 
million for slaughter. Last year 28 million were slaughtered. 
This year slaughter will be much higher. In the first 3 months 
of 1953 commercial slaughter of cattle and calves was up 23 
percent from a year before. In the 3 months from April through 
June it looks as though the number slaughtered will be up 4a 
whopping 35 percent. This means an increase of around 30 percent 
in slaughter for the 6 months as a whole. 


But hog slaughter in commercial plants was down from last year 
by 13 percent in the first 3 months and will total around 15 
percent less in April-June, 


Prices for cattle have declined sharply in the last year. For 
grass cattle the break came a ‘year ago this spring and the down- 
trend continued until winter. For fed cattle the greatest de- 
eclines came between January 1 and April of this year. Prices 

for hogs, on the other hand, stayed low through last fall, 
partly because producers chose to market more hogs than usual 
before mid-season. They then started up, and have increased 
very materially. . A.few quotations will show the contrasts © 
between the trends in:cattle:and hog prices. The week before 
last, Choice grade steers at Chicago averaged $22,82 per 100 
pounds. In1951, this grade had been as high as $37.00. 
Utility cows were $12.90 two weeks ago; in the spring of 1951 
they were $26.00, At Kansas City all stocker and feeder steers 
-recently have averaged about $18.00; in 1951 they were as much 
as $36.00 and the 1951 year-long average was $32.63. But 
barrows and gilts at Chicago sold for $25.60 the week before 
last. This was $9.00 above the price reccived last December, 
and-recent prices have been the highest since 198. 
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Changes in sheep have been nearly as dramatic. After decreasing 
for consecutive years, numbers were increased in 1950 and 
1951. But they were held level last year, and the 17 percent 
larger slaughter in the, first half of (hiss year:than last in- 
dicates that numbers are. being reduced again,. Prices of lambs 
declined rather steadily from $41.00 per 100 pounds for Prime 
and @hoice grade at Chicago in early 1951 to about $22.00 early 
this year, But in the last ) months prices have recovered by 
‘several dollars. 


What factors underlie these changes, and what is promised for 
the future? 


Dominating the present situation and outlook is the big in- 
ventory of cattle, We in the Bureau of agricultural Economics 
forecast last fall that expanded numbers of cattle on farms 
would mean an increased slaughter in 1953 and later years. A 
larger slaughter has surely come, exceeding even the fairly 
substantial increase that was expected for this year. ‘The 

35 percent rise over a year earlier now indicated for second 
quarter Slaughter is a truly phenomenal increase. Moreover, 
most of the increase has been in slaughter of steers and 
heifers. aAlthough more cows than a year ago are being 
slaughtered, the percentage gain is less. than in other classes, 
and cows have been a smaller part of total Federally inspected 
cattle slaughter than in any of the 10 years of record,. Cattle 
slaughter is large this year because a great many steers and 
heifers had been brought to market weight and were ready for 
slaughter, just as was true in 191.7; because a great many 
cattlemen have reached the normal capacity of their range feed 
or other feed supplies; because dry weather in the Southern 
Plains has forced many cattle to move out of that area; and 
because the lower prices are themselves discouraging to pro- 
dueerse 


The big cattle marketings mean that we are fast cating our way 
into the peak of the cattle cyclee This offers more promise 

of stability in future beef.supplies and prices than previously 
seemed likely. 


The prospective trend of the cattle cycle can be projected 
roughly according to the pattern of previous.cycles, In April 

I gave a talk at West Virginia in which I graphed tne course of 
the last several cycles in cattle and laid out the most probable 
trend of this one. Briefly, the projections were about as 
follows: . that sometime before the crest of this cycle is passed 
the annual beef supply will provide a consumption about equal 
tothe record: high iofw73 pounds) per wpensom secre hoO Sey it 
appeared that consumption this year would be about 70 pounds, 

and that the 73 pound peak would not arrive for another 2 or 3 
years. Thus the 1953 consumption was expected to be close to e 
but still below the eventual peak, and a high and perhaps slight- 
ly increasing level was. in prospect for a few more years, 
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In general this still seems to be the most probable outlook, 
with the exception that’ each month of huge cattle marketing 
add to this year's beef supply and reduces: that expected later. 
Beef consumption this year might equal the’ previous records 
Without a doubt, the annual beef output will remain very large 
for several years. But it may show little or no further in- 
crease above 1953. | 


The expansion in the number of cattle on farms is being slowed. 

Depending on the size of the calf crop, slaughter of something 

like: 36 million cattle and calves would be necessary to prevent 
an increase in cattle inventories at the end of this year. The 
prospect as of now is for a slaughter somewhat less than this, 

However, the further increase in inventories would be small. 


More specifically, enough steers and heifers will be slaughtered 
this year to reduce the inventories of those classes next 
December 31. Another small gain in numbers of dairy cattle is 
entirely possible, Numbers of beef cows may once’ more increase, 
for even if considerably more should be slaughtered they pro- 
bably would be replaced by beef heifers added to herds during 
the: year. The change in total cattle numbers will be made up 

of these separate and different changes for individual classes. 


If a great many cattlemen should decide to reduce their herds, 
cattle slaughter would exceed the natural increase aminven- 
tories next December 31 would drop below those of last January. 
This is most likely if the present drought should intensify or 
spread. On June 1 severe drought prevailed in southwestern 
Kansas, southeastern Colorado, western Oklahoma, the western 
half of Texas and southwestern New Mexico. There was also 
dryness in the southern gast Coast and in the southern sections 
of the Rocky Mountain area. However, in the northern half of 
the country pasture feed was very good, 


Most of the changes in prices of slaughter livestock from a 
year ago are attributable to changes in supplies of.meat. 
Demand for meat appears to be fully as strong a last year. 
For the increased marketings of cattle have adued a great 
deal to the supply of beef for consumptisn, We have recently 
made preliminary estimates of consumption for the April-June 
quarter. It looks as though every man, woman, and child in 
the United States will consume on the average about 19 to 194 
pounds of beef’in that quarter, This is up from 1.3 pounds 
in:the second quarter last year. In recent years no more than 
173 pounds has ever been consumed that quarter, and the high 
for any quarter‘was above 18 pounds. Even though pork con- 
sumption is down, total meat consumption for April-June may be 
as much as }, pounds or 12 percent above the same quarter last 
year, In relation to these supplies, retail prices of meat do 
not appear out of proportion, , Hetall prices of beef are about 
a fourth below last’ year. Prices of lamb have been 10 to 15 
percent lower. Retail prices of pork, on the other hand, are 
up a tenth or thereabouts, Figuring the value of all consump- 
tion at average retail prices, we find that the value of meat 
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consumed per person in the second quarter is approximately the 
same as a year ago, indicating no appreciable change in the 
strength of demand, 


Prices of cattle have declined by a larger percentage than has 
the price of beéf, Slaughter cattle prices: have been ‘a ‘third 
or more below a year ago. At times of up- or down-trend,. 
prices of the live animal almost always swing farther, in per- 
centage terms, than the price of beef at retail, The reason 
is that the return to middleman agencies is generally more 
nearly constant, This year there is some evidence that the 
marketing margin for beef--the difference between the value 

at retail and the live animal--has widened slightly. The 
marketing margin for pork, on the other hand, has been rather 
narrow recently. 


Adding some support to prices of cattle--or preventing more 
decline--has been the small supply of pork. Pork consumption 
this year will be down 11 pounds or more from the 72 pounds pcr 
person in 1952, Though the size of the pork supply has an 
influence on prices of beef and of cattle, the sharply opposite 
price trends for pork arid beef this year prove that the two 
meats are only moderately competitive. This bears on the out- 
look too, for hog production is doubtlessly on the upgrade. 
Recent prices are” sncouraging ‘to producers.’ We "think more 

pigs will be saved this fall than last, and that a further 
expansion is ahead for next spring. Supplies of pork will 
continue small through the end of 1953 at least. Next year 

the pork output will begin to climb once mores 


If indeed beef supplies level off to a plateau at round 70 
pounds or so per person, trends in prices for slaughter cattle 
will be governed "chicrly by “any chenses in wine Feieosol con- 
sumers't incomes and their demand for meat. Important as are 
the big cycles in beef production, demand also is an important 
factor, “If demand ‘continues ‘strong,’ prices wil) Likely prove 
to have hit their bottom in 1953 and might improve a bit. But 
any weakening from the present strong demand would prevent 
prices Trom improving and “could brine a@ further Gdocwine, 


These are general prospects, with special reference to 

slaughter cattle, "Prices of stocker, Leeder and "breeding 

cattle often ‘go off on entirely) separate trails of their own, 
Prices of these classes are largely determined by demand with- 
in the cattle industry. That is, they are high’ or low depend- 
ing on whether feeders “in the one case, and breeders) an ithe 
other, feel optimistic or “pessimistic about theviucurews on 
additional factor, to be sure, is thé favorableness of feed 
conditions. In the last few weeks, with the spring demand end- 
ing for cattle to go on pasture, prices for stocker and feeder 
steers have declined, They have, however, been erratic, 
Hovering over the'market is the experience of cattle feeders 
this past winter, when prices went down so much between the time 
feeders were bought and fed cattle sold that many feeders sus- 
tained serious financial losses, This experience dampens demand 
for cattle to be fed next winter.. The chances are that tne 
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confidence of feeders will continue to fluctuate, A further 
seasonal decline in prices is likely until fall, but the trend 
will probably be jagged and irregular. However, the present 
strong demand for meat, if it continues, could result in some 
increase in prices for fed cattle after the bulk of cattle now 
in feedlots has been sold. Such a rise for fed cattle would 
help to renew confidence in feeding and would dak haba price 
declines for feeder cattle. 


With sheep numbers apparently decreasing again, Lamb Widdsre- 
main a comparatively scarce meat, with consumption now exceed- 
ing h pounds per person in the next few years. .At this level of 
supply, prices for:sheep and lambs will be sensi tive to. changes 
invorices, forreat tileyc .Bubyethey probably will retain a- little 
higher relation-to catthke. prices than in the past few Yearse 


Sheep and lamb production may continue upward in castern States, 
-but it. is. definitely decreasing in the Southern Plains, Little 
expansion at most, and more probably a small contraction, is 
taking place in the ee ae Pacific Weste 


I have pounlaned the: ehinaes in the livestock situation of recent 
years and those that appear to be occurring now. Meat supplies, 
both in’ total and per person, will: probably be -a little larger 


.:the next.few years than in the last few; 1953 production will 


considerably exceed that of 1952, and a continued high level 
seems assured due to an expected: expansion in hogs along with an 
expected high plateau in the supply of beefs | Pricesiof hogs . 
will swing back closer .toward: those for cattle. Both will hold 
up comparatively well if consumer incomes stay high, but both 
would decline Seite DER se) decline in income. 

The Livestock industry would Soinrait, at could avoid the sudden 
and sharp changes in production that have marked it in the past, 
that is, if when hog producers now expand ,they..do «not once more 
overdo: their expansion, and if: cattlemen do not: over-~ -react wae 
the deflation cattle. :Cattlemen will have to: sell many . cows in 
the next few gal but itis toy be! hoped: they do..not Sell too 
:many, thereby building. the groundwork. far another cyclical swing. 
Again, statistical. and outlook information can be helpful. I am 
confident that both statistical data on the number of livestock 
on farms, the number.fed, and the. number raised, and outlook in- 
formation on prospects for the future are reaching more farmers 
now than ever before. 


For the longer pull,.a gnadual uptrend in livestock numbers and 
production will be called for. ‘The population continues to grow, 
and it will need an increasing supply of meat. Both producers 
and consumers would profit if trends should be a little more 
gradual in the future than in the past. 


th 


/ 
THE WAY OUT FOR THE BESF PRODUCER +/ 


This subject, "The Way Out for the Beef Producer," could have a 
couple of very unfortunate meanings. However, I am sure these 
were not intended, and they will not be the basis of my discussion. 


In the first place, I do not take the subject to imply that beef 
producers feel they have landed in a "bottomless pit with no 
lantern." Many of them certainly are shocked, and doing some 
serious thinking and planning, but not very many have been ruined. 


Second, there is no indication that the big @uestion in the 
minds of many beef producers is "How to get Out of the business,” 
with minimum losses, as this title might also imply. 


On the contrary, there is good evidence that cattle and beef pro- 
ducers are not too upset and jittery, and are not vindictive. A 
good deal of this realistic attitude probably could be traced to 
the influence of agricultural extension workers -- to the sound 
advice they gave many producers when they entered the beef-cattle 
business, and to the careful interpretations they have made of 
recent developments. ‘There stiil is plenty of confidence and much 
sound thinking and-talking about problems and opportunities. This 
is the right approach and, of course, the only way to determine 
"The Way Out for the Beef Producer." 


As a background, let us first review some of the things that have 
happened, and where we are, in the beef business, 


The number of beef heifers on farms started to increase five 
years ago, in 19.0. Beef-cow numbers reflected that increase a 
year later, in 199. From the low points in 198-9 there has 
been a ll percent increase in beef cows and heifers. This is a 
big increase, but not a record, The increase from 1939 to 19))3, 
in a:like period, was just as fasts Of course, the actual number 
far surpasses any past number. Total beef cows and heifers on 
farms last January of 28.9 million head were 3) percent above the 
‘previous peak in 195, 


In this increase there has been a considerable shift in the location 
of our country's beef-producing herds. In the past four years, 
beef-cow and heifer numbers have increased much faster throughout 
the Atlantic and-South Central States, | 


1/ Address by: Oscar A. Day, Hconomist, Wilson & Go., Inc., 
Chicago, Ill., given at the Interregional Livestock 
Production and Marketing Conference, Knoxville, Tenn., 
June 16, 1953. 
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In the’ North Atlantic, South Atlantic and South Central States, 
excluding Cklahoma and Texas, the increase has averaged 70 peneeuny 
compared with 1 percent for the United States.  Beef-cow and 
heifer numbers iin these States are now 62 percent above the 1945 
peak. The actual number, as well as the increase, is now highly 
significant, for over 20 percent are now in these eastern and 
southern areas, 


Beef-cow and heifer numbers have also increased more in the Corn 
Belt than in the West, although not as fast as in the East and 
South. Itis a significant fact that over 35 percent of. all) beef 
cows and heifers.are now in the "Hast and Deep South," that is, 
east of the uae Nebraska, Kansas, Oklahoma, and Texas. 


There are three points I should like to discuss on ey significance 
of this proportion of our beef- “producing herds in the "Bast and 
Deep South" area, as just defined, | 


Paras, I belleve this ia a sound, development for producers. , 14 
other words, it reflects the good judgment Che thousands of farmers 
in these areas. 


While Beh prices and good incomes from beef cattle have aided 
and abetted the increase, I do not think that the increase 
primarily reflects opportunism, or short-term thinking. Predomi- 
nantly, these increases have come from adding a beef-cattle enter- 
prise to farm eens or increasing beef cows for better 
DaTAnc Ge . 


Another widespread purpose, has been to Hes increased acreages 
and yields of legumes and grasses, which have resulted from in- 
proved and expanded soil conservation practices. Certainly, we 
can all agree this is: a good development. For several years, my 
Company, in its agricultural relations.work and advertising, has 
used a slogan that pretty well summarizes this- ‘thought, which is, 
"Livestock and Proper Land Use: are Natural, Companions. 


In addition, many sound, new beef- cattle Pars have been established 
in recent years, on abandoned and lower-grade land in the Middle-West, 
Bast, and Deep South. . These operations, at least-as a rule, are 
bringing this. land back into use, or helping to balance man-hours 
per acre with Ser aoe poe are LIAB GV DE and conserving our 
lands ¢: 


Therefore, »reatly pe Rg beef-cow numbers in the eastern and 
southern parts of the country is a sound long-term development 
which should be continued by most producers from the viewpoint of 
farm organization and management. 


Second, I believe the location, character and importance of 
present- -day beef-cattle production in these pape ion areas will 
result in greater stability in producéion, 


There are two reasons for expecting this greater stability in 
beef-cattle production, The most important is the lessor hazard 
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of adverse weather, particularly droughts, in the middle-west, 

st and Yeep South than in the Great, Plains and Southwest. With 
generally more ample feed reserves and fewer failures over large 
areas, there should not be many times when beef-cattle will be 
seriously short of feed in the eastern half of the United States. 
Distress liquidation should be less frequent and widespread, 


The other reason for expecting more stability is because of the 
extent ‘to which the beef-cattle enterprise in these areas is 
only:one of several enterprises on inJividual farms, yet constitutes 
a definite, needed item in a balanced program, This should mean, 

on the one hand, great reluctance to liquidate-and, on the other 
hand, less pressure\ financially to reduce when the cattle business 
is poor, Other enterprises can "carry" the basic cattle production 
-herd in ‘these periods. 


If this be the case, then our swings in the ee of cattle 
marketings might be moccrated significantly, and consumers could 
have a more regular supply of pects 


The third observation on the significance of more heef-cattle 
production in the Corn Belt, ast and Deep South, is that there 
Should be more flexibility in production and marketing, This is 
less tangible and probably less important than the other points 
mentioned, but nevertheless a point I would like for you, 
especially, to consider, 


Typleally, in these areas, beef preduction tis, a fully integmated 
operation on cach farm, including feed production, cow management, 
ealf-raising, Bite -finishing, and final sale directly for 
Pasian te ale #4) 


This. seit -up provides maximun aaa ey for changing Sepriaea! ant 
costs and practices according to conditions. . Variations can more 
readily be made in rhe Le weight and finish to meet the require- 
ments of the market. Particularly in the South, there is more 
flexibility in calving time. 


This opportunity for control and flexibility. would seem to offer 

& special challenge to you becf-cattle production-and-marketing 
cxtension specialists in the Hast and South. Cattle producers, 

in general, “can shift and cuange their production and marketing 
programs to fit current and foreseeable conditions as you determine 
these things ra research and erin chate o and advise them 

through extension, ; : ss 
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Thus far we hea only been discussing the question of the shift on 
the location of beef-cattle prodyetion, but, as you well know, 
Some much more exciting things have happened in the past wear on 
cattle ee beef production.and prices, 


The Hyd ara arrived when increased. becf-cattle numbers havo 
become apparent to beef consumcors. 
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As numbers increased, cattle and calf marketings continued to 
decrease in 1949, 1950, and 1951, in typical cyclical fashion, 

In 1952, however, the tide began to turn and cattle slaughter was 
consistently and substantially higher than in 1951 beginning in 
July. This came primarily from increased marketings of steers 

and heifers off of grass, plus somewhat more cows. It was reflected 
in substantiaily lower prices for these kinds of cattle, whether 
they went to feeders or to slaughter, but not much decrease in the 
price of fed cattle. 


With much lower feeder prices, but only moderately lower fed- 
cattle prices, there was a tremendous movement of cattle to feed- 
lots, including many calves. Slaughter of beef calves continued 
SLOWG «7 - 


Soon thereafter, consumers and cattle feeders began to realize 
there finally was more beef, and not a little morc, but a lot 
MOP. . 


Cattle slaughter under Federal inspection was 22 percent larger 
in January 1953 than a year earlier and the increases continued 
to mount until the April slaughter was up 8 percent, For the 
five months, January-May, federally inspected cattle slaughter 
has been 32 percent highér this year than last year. Total 
commercial beef production has'been up-an estimated 28 percente 


This increased marketing, nearly all of which has been fed cattle, 
has been directly amd fully'reflected by lower bevf prices, and, 
in turn, lower cattle prices, again comparing the first five 
months of 1953 and 1952, wholesale carcass beef prices were down 
at Chicago 26 percent on Prime grade, 30 percent on Choice grado, 
and 32 percent on Good grade, and 32 percent on Commercial. Seef 
steers’ at Chicago reflected this decline in beef prices with a 
32 decline in the weighted average for all grades, 


Four important conclusions may be drawn from these changes of | 
the past few months in becf production and prices, ° 


First, high-level consumer income does not guarantee buef prices. 
I suppose no one has seriously said that it did, but there has 
been so much discussion of the importance of buying power to ) 
agricultural prosperity, that some may have more or less forgotten 
about supply, or minimized it. For example, the following state- 
ment is from a reputable Washington snewslettcr dated December l, 
1952: "Gattle price smash-ups come in depressions or business 
recessions. The demand side of the market equation is more impor- 
tant than the supply side when it comes to cattle prices, More 
than any other major commodity, cattle prices are tied to national 
prosperity.” - Bi 


As ‘a matter of fact, consumer incomes in the first quarter. of 
1953 were 7 percent higher than in 1952. This time, for a change, 
we can hardly blame the consumer for lower cattle prices, One 
conclusion is that cattle and beef prices can be depressed with- 
out a depression. 
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While cattle prices have been depressed in the sense of a large 
decline, they are not really. "in a-depression." after all, 

we have just had a period of four or five years of unprecedented 
cattle prices in relation to other farm products. With all the 
downward adjustment of the past year, the farm price of beef 
cattle in May 1953 was still higher in relation to the price of 
all farm products than in 33 of the past *h2 years. It was still 
as good as in 194.7, when cattle slaughter was at a peak in the 
last cycle, and was nine percent higher than farm prices in 
general compared with the prewur average of 1935-39, 


Superficiilly, we could dismiss thes supply and price changes 

of the past few months with the summary observation that they 
have reacted about as should be expected. That is, cattle prices 
have declined just about in proportion to the increased supply. 
Actually, this would be incomplete and bypass a point which 
provides some cncouragement for the future. — Py 


Closer analysis of the situation raises the question, Why have 
cattle prices declined in proportion to increased production, 
all things considered? 


There have, infact, been two indépendent factors in this period 
which should have modcrated the effects of Incrobased cattle 
markotings on cattle prices. First, we have already mentioned 
the higncr disposable income of consuniers, Studies of Karl A, 
Fox of the Bureau of Agricultural Economics l/ indicate that this 
should have increased the farm price of cattle to the extent of’ 
at’ least %1.00 per, hundredweight. é 

. » 
In addition, hog producers have been very “accommodating” to 
beef producers in arranging: for less pork in “the past few months 
than last year. Interprating the analysis by E. J. Working, 
University Of “Si linows. ef this decreased supply of pork should 
have improved the farm price of cattle by “0.50 to $1.00 per 
hundredweight, For these two reasons, then, cattle prices might 
have been expected to be up close to $2,00 per hundredweight. 

Pi : | tape 


On the obher hand, according ,to Fox's correlations of beef-catcle 
supply-price relationships art the farm price of cattle, should 
have been expected to decline more than the supply increased, 
considering changes in the supply alone. A 28 percent increase 
in supply shoula, according to past experience, mean a’ 3h percent 
decline in price, or about $9.50 per’ hundredweight in the past 
five months, compared with « year ago. ; 


lf "Agricultural Economics Research," vol, III, No, 3 a Wiemphie 
Table 5,. July, 1951. 

2/ "Studies in the Measurement of Demand with Special Reference 
to the Demand for Moat" -- Doctorate thesis, Harvard 
University, 1952, 

Shh (BOR Oder 63.6. 
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Adding these influences together indicates a decline’ in the farm 
price of beef cattle of around $7.50 per hundredweight might have | 
been expected. under the. circumstances, whereas the decline was 
nearly 9.50. ‘Therefore, it seems that cattle prices may have 
declined something like $2.00 more than can be explained by 
statistical studies of past experience, Of course, these calcu- 
lations all involve errors of estimates and assumed conditions 
that may. have rag tes At least some disparity, nevertheless, 

is indicated. ites 


Actually, I believe this is a rational situation. ‘It is con- 
sistent with our observations in selling beef in periods of rapidly 
increasing supplies, and has also been explained by E&. J. Working, 
who has said, "...ein the. long ae ts demand for meat is less 
inelastic than in the short run 


A lag is to be expected in the change of meat demand, either with 
a change in supplies or in consumer incomes, Ordinarily, this 

is not important enough to be noticeable, but it becomes quite 
apparent when extreme changes OCCU, 


Recent increases in beef supplies provide an excellent illustra- 
tion, This merely means that it takes time for consumers t6. 
adjust their buying habits, Drastic orice adjustments have’ been 
necessary to move this greatly increased Supply of Cecr in this - 
short bee oe of time. oe” 

Beef is nearly | all sold fresh and is very perishable, | It had ‘to 
be moved, and some bargains had to be offered. Consumers got more 
beef for slightly less dollars in the process But this, I be- 
lieve, is temporary. The conclusion is that beavers are getting 
accustomed to eating more beef, and in due time will spend just 

as sabi as a propor tien of their dollars pises beef as before. 


From this Analysis, we are. encouraged to ‘beliéve that. as time 
goes on, and this lag in demand is eliminated, we should experi- 
ence a better demand for the same supply of peer, We are already 
finding that the increased supply of beef is a little "sasier" 

to sell. | si 


I do not wish to ‘overemphasize this second conelusion from ~ 
recent experience, but it could be distinctly worthwhile to the © 
cattle producer in a period of tight margins and uncertainty. 


My third conclusion about recent cattle marketings bears on the ~ 
nearby outlook. It: appears that we have already seen the 

largest increases to be expected from the past season's cattle 
feeding operations, Fed-cattle marketings, for three months, . 
have been well in excess of officially-indicated increases in’ the 
number on feed. The longer that fed-cattle marketings continue 


1/ "Appraising the Demand for American Agricultural Output 
During Rearmament," Journal of Farm Economics, vol. XXXIV, 
oy A ARDC Mad a RRA et ee ce a te 
in Coie Nene a a Puella May, 1952. 
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at current levels, the greater becomes the probability of de- 
creased supplies later. Finally, we understand that the unusual 
numbers of cattle on feed outside of the Corn Belt have been 
largely marketed, These, of course, were a big factor, especially 
in March and April. California beef dressers have lately been 
coming as far east as Sioux City, Iowa, for finished cattle. 


Consequently, there is at least a good chance that quality ig 
supplies, sometime between now and early fall, will be smalle 
than in the past few months, and that the price may show some 
strength. To be realistic, however, we must keep in mind that 
there still are large numbers of. cattle on feed in the Corn Belt, 
and especially light-weight yearlings which could come in 

earlier than usual if cither the market becomes more attractive 
of if there is too much apprehension about Pall prices. 


The. fourth and last point I wish to discuss on recent develop- 
ments is that we have not yet entered the so-called liquidation 
phase of the current cattle cycle even though beef supplies 
have increased nearly 30 percent from 2 year agoe 


These increases have come largely from cattle-feeuing and 
primarily just reflect the increased capacity of our cattle- 
producing plant. There was no abnormal liquidation or selling 
of beef cows or calves last fall, which is the basic measure 
of a turn in the cycle of cattle numbers. Moreover, unless 
cattle slaughter the rest of the year is at a higher level than 
anyone now seems to expect, there will not be mough slaughter 
in 1953 to reduce total cattle on farms on January 1, 195). 
This.is the commonly accepted test of a craite° Rig! the cattle 
cycle, ; 
If the turn has not yet started, then what kind of beef supplies 
should we expect until marke tings finally begin to ‘decrease? 
As you know, Slaughter must increase to reduce numbers and it 
normally coritinues to increase for a year or two after January 1 
numbers Bees) to decline, ool 


I expect to see substantially increased marketings of all | 
classes of grass cittle in 1953, including a substantial increase 
in beef-type cows, heifers and heifcr Gcolves,: This Vere se 

likely to mark a definite change in the attitude on accumulating 
more beef-producing stock, even though numbers on farms, including 
beef cows, next January are expected to be somewhat higher. Itis 
our opinion that this will foreshadow the stabilization of cattle 
numbers in 195) and possibly a turn in the cycle. Maximum numbers 
on farms may not go.much over 96 million head at the peak. 


As early as the spring of 1952, the demand for’beef breeding stock 
was curtailed, and net adcaitions to beef-cow numbers in 1952 can 
be accounted for by heifers previously bred which were retained 
in herds 
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In recent months there has been very little interest in beef 
cows, heifers, or heifer calves in the West. . It seems quite 
clear that potential new producers have lost intereste Cattle 
numbers in many sections of the Great Plains and Southwest.-are 
now at a level which must require atleast average weather, and 
grass and hay production, for sustenance. The drought in the 
Southwest last year, followed by a continuation this spring, has 
demoristrated this circumstance. Cow-marketing from that arca 

has started several weeks ahead of normal, Federally inspected 
cow slaughter in April was the largest for that month since 195),7. 


There is considerable evidence that the cattle cycle has speeded. 
up over ‘recent years, Beef production has increased moré rapidly 
than it did following ‘low points of previous cycles. Both grass 
and fed cattle are being marketed younger and lighter. Cows, 
accordingly, represent a larger proportion of the inventory. 
Quite a few aged cows went back to the country from markets in 
the past three years, and are due back before long, 3 


The precipitous decline in cattle prices of the past year certain- 
ly will affect the expectations and planning of some beef pro- 
ducers. * In particular, I nave in mind late-comers, some of the 
large ranchers*and the feeders who might favor hogs, the price of 
Which is higher than steers at midwest markets for the first time 
aired ix yearse 


Although I am Siatuivsine beef POM dairy situation and 
prospects ‘should not be overlooked, Approximately one-third 

of our supply of beef and veal comes from dairy herds, ‘and over 
hO percent of all cattle on farms are cows, heifers and heifer 
calves kept for milk. In view of the present dairy situation and 
the uncertainty of the future, particularly with referénce to 
Government policies, it is at least a possibility that dairy 
cattle and calf numbers may also be turning downward soon, 


For these reasons, in brief, we doubt if the current cattle cycle 
will las t as long as might be expected from year-to-year com- 
parisons with previous experience. 
in considering future beef supplies .it must be remembered that 
in the liquidation phase of the cycle, more cows, calves and 
light-weight cattle are marketed. Also, population is growing 
oat the time, Peak slaughter of 38 to 38.5 million head of 
attle and calves in 1955 would reduce: the number on farms. -It 
eotla be 10 percent more siaughter than the number we expect in 
19535 Yet, the per capita production of beef and veal would 
only be up lh percent from the annual rate of 80 pounds that ‘has 
been consumed in the past few months, Therefore, at least on an 
annual basis, total beef and veal supplies per capita should not 
greatly exceed current levels if increased mrketings can come 
along in-an orderly way Wechout -4 serious drought or panicky 
liquidation, 


The level of cattle feeding next winter certainly is difficult to 
predict at this time. Unfavorable cattle-feeding results in 
1952-53 and the alternatives in the midwest of taking a govern- 
menveLOa on corn or feeding more of it to hogs, will. tend to 
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reduce the demand for feeders, 


However, if a large number of stocker and feeder cattle and 
calves are marketed this: fall, a high level of feeding is likely 
to follow. There presumably is a price at which fceders will 
buy, regardless of past experience and alternatives, This was 
demonstrated last fall after a season when feeding results cer- 
tainly had not been very good. 


Again this fall,. an important question will be the extent of 
Slaughter demand for. grass cattle, and the prospects are not very 
strong.considering the increasing preference for block beet with 
a be bter finish, which L now want to discuss.. : 


ts Large, or even larger, beef supplics are to céntinue for some 
time, then certainly this is the time to consider most seriously 
what the consumer wants. It looks as if the time is past when 
all it took was just “a piece of beef," 


It probably -would be no exaggeration to say that recent changes 
in beef? merchandising will be about as significant.in the long 
run, as.fecent .chancesin beef supplies, 1 reter. fo, theserowen 
and effects of self-service meat retailing. 


With self-service meats, consumers have full opportunity to 

express their preferences for quality, price per pound, weignt 

and total value in a very direct,. unmistakable way, Mrs. Housewife, 
going independently down along the meat counter, thinking and 
selecting what she wants, no longer necds to be compassionate 

with her butcher and say, "Well, that is just a little larger, .or 
just.4 little fatter, thanzgl.had in ming,» but si SL) takesitves 

long as you have it cut and weighed." 


Now she simply does not pick up the "too-fat" picce of beef, or 
one too largésforeher Anne Pee Lanes So, the manager of the 
meat department, necessarily watching very closely the movement 
of these highly tp NARS packages, learns "right now" what his 
customers want. 


And, what they want is small, "thin-skinned" steaks and light, 
meaty roastse. They want some marbling in the beef and they 

like a bright red color in the lean meat, but if there is very 
much fat on the cut, it better be trimmed off before the package 
is wrapped. It can't be "stucked in" anymore, If you have 

asked your -butcher lately what he gets for shop fats, you will 
understand what it means to him when much fat has to be trimmed. 


Then, peassepe tes the problem of making small, thick steaks, and 
light roasts from a big steer, and you have the picture, ‘The 
demand is narrowing down, and fast, to carcasses and cattle of 
uniform, light weight, with good but not long fed finish, . 


This trend, actually, has been under way for a good while, al-. 
though it has been hastened and accentuated by self-service 
merchandising. I nave no definite way of describing the 
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importance of present-day ound prospective preference for light-~ 
weight, thin-skinned, quality beef, But I venture you would be 
at least surprised ‘if you could hear how strongly self-service 
meat retail buyers insist upon continually getting the same 
weight, quality and finish in théir beef, They will pay quite 
a premium for it if necessary, or discount other kinds plenty 
if what they really want is not available. — ds 


‘In terms of live cattle, this medns a concentrated demand for 
' the top-Good and low-Choice grades, weighing up to about 1,100 
pounds, but with plenty of quality in the meat and with'a high 
proportion of lean meat to bone and fat» ~ 


The broadest demand is for the 900-to+#1,100-pound range, or 
about 500-to-700-pound beef, Cattle with quality and a grain 
finish in the 700-900-pound live weight ranze also enjoy a very 
good demand, particularly in some rural areas, and there is 4 
good possibility that the demand will broaden for this Kine 2 
the future, i ; 


On lighter weights, commonly referred to as "baby-beef," we are 
observing a different trend. To some extent, this may reflect 
the effects of increased supplies und bunched marketings of 
heavy calves, but probably supply is only a part of the problem, 


On the demand side of the "baby-beef" situation, the increasing 
consumption of better beef in the South has certainly been an 
adverse factor, For example, only a few years ago, Miami was the 
only big market in the South for beef like consumers in the 
northern and eastern markets wanted. Now, however, most of the 
large southern cities and many of the smaller places are provide- 
ing a substantial outlet for grain-finished beef. Jacksonville, 
Tampa, Atlanta, Montgomery, Birmingham, Nobile, and New Orleans, 
for example, are eating an increasing and surprising amount of 
heavier and better-finished beef than previded by 1,00-600-pound 
cattle and calves, mye 


By this I do not mean there may be a vanishing market for "baby- 
' peef," but it is quite évident that the market has limitations, 
both in terms of quantity and stability. Naturally, a larger 
quantity can be sold at some price, but that price may not re- 
present the best nét return obtainable by the producer, Andif 
it‘has’to be sold primarily to low-income consumers, there could 
be, over thd years, considerably wider fluctuations in the demand 
than for‘the kinds desired by the middle and upper income groupSe 


This "baby-beef" problem has been‘accentudated both by the in- 
creased production in the South and by the bunched marketings in 
the simmer and fall. Substantial discounts have been required in 
the last two years to move this beef. | 


A gerious Limitation in marketing these calves is that go many 
of them are not suited for further feeding to produce efficiently 
the weight and quality of beef we have described. Although calves 
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from miilk-type cows, or from cows with some dairy breeding make 
conomical gains for producing baby beef, they are not desirable 
for feeding out as good to choice yearlings, 


Considering the trend toward more cattle feeding in the South, 
there is, and likely will be, a broader market for good and 
choice feeder calves and yearlings in the South and East, 


We. have definitely found, in connection with obtaining many 
feeders for commercial. demonstration projects around our plants 
at wemphis, Tennessee, and Dothan, Alabama, that locally produced 
feeders, of the plent quality, do better 10 tae south than 
Simiiir feeders from the West or Southwest. This is another 
reason for increasing the production of quality beef calves in 
the. south. 


Fortunately, it seems to us, the kind of beef which has the 
broadest demand is practical and economical to produce over large 
areas of the country, and particularly in the East, South, and 
Middlewest. I shall mention five reasons. 


In the first place, it means a quicker turnover than in producing 
older, long-fed cattle. This means less risk from price fluc- 
tuations for the finisher, whether he buys, or produces, his: 
feeder cattle, 


Second, it means that more grass can be used, because less finish 
is required, and that, therefore, the cost of production can be 
substantially reduced, 


Third, it means that wider areas can produce or economically, buy 
the limited amount of grain still needed to produce the kind of 
becf in greatest demand, Limited grain on "grass" or with roughage 
in the winter to maintain the degree of finish of the fall, plus 
grain on grass in the spring and summer, plus thirty to sixty 

days of dry-lot feeding, definitely will produce the desired 
weight and finish. ) 


Fourth, I believe there is more flexibility in producing this 
kind.of.beef, It can be yearlings, sold’ at 700 to’ 900 pounds, Jor 
long yearlings and short two-year olds, marketed at 900 to LOO 
pounds. There is considerible flexibility on when they ean be put 
in the dry-lot for finishing, especially for yearlings, depending 
on pasture conditions or the market situation, And, once they are 
on grain feed, they can be fed for thirty, sixty, ninety days or 
even more, depending on feed supplies, feed price relationships 
and market developments. : 


Finally, this beef is also the high-quality kind that should be 
most advantageous to the producer. I do not mean quality just on 
account of finish, but the quality characteristics that are 
associated with type, conformation, efficient gains and fleshing 
qualities to make tempting, tender-looking beef. 


In the period ahead, efficient beef production may be the 
difference between "staying in" or. "getting out" -- between a fair. 
profit and a serious. loss. ~Quality’ is a prime consideration. 
Maximum use of grass and roughage is important in reducing costs, 
but superlor-quality cattle are required in the grass-and-grain 
program.to produce . uve quality of peo. that consumers’ want, 


Sines finished beef is being Migted ‘nto the Hast and south ~« 
throughout the year, local producers should have a distinct 
competitive advantage in feeding cattle when they can produce 

the grain requireds., Assuming other things are equal, they also 
have the freight differential to apply against the extra cost of 
imported grain, - The freight rate, for example, on live cattle 
from Chicago is now 41.05 per 100 pounds to New York, and %1,81 
to Jacksonville, Florida,. On beef the rate from Chicago is Sis es 
to New SR ete $2905 to. Jacksonvilles. phe BS : 


There are, of course, numerous alternatives in beef production 
that may be followed, depending on the conditions in the various 
localities and on individual farms, ranches or plantations. 


Climatical opportunities for fall calving would seem to merit 
serious consideration in.the southeastern and southcentral- 
States, Programs based on fall calves can take advantage of 
marketing.when seasonal prices are Co heey favorable, 


If it is to be a cow-calf, "baby- beer" program, the calves may 
be marketed in the spring ahead of the normal rush. : 


Or, the calves iy be given grain on grass in the spring and... 
early summer, and finished on grain in the late summer or fall to 
produce light-weight better beef at a season when fed-beef 
supplies .are not so. large. Pose 


Another important advantage in fall calving is that old and off- 
quality cows may be. marketed in the carly spring when the cow 
market is highest, ; 


As time goes on, we expect to see more cattle producers in the 
South and Southeast..carry.their spring calves over the winter, 

or sell them to feeders, This will be encouraged by local: demand 
for yearling, finished beef, It will fit in with further improve- 
ments in grass and legume production and also with increased grain 
production that may be expected, Possible cotton<-acreage allot- 
ments cauld be an important factor in causing more feed production 
in the south, ° Peanuts, although less extensively grown, may be 
in the same category, Oats, wheat and sorghums, of course, will 
be considered, as well as corn, i 


More definite planning for winter feed seems to be needed in the 
SBoutne itor) tiie program, “lviis not safe to rely on year-round 
pastures and, of course, special forage crops will generally be 
needed to provide winter pastures, In addition, provision needs 
to be made for hay or grass silage for use whenever it is too wet, 


too dry or too cold for grazing, The cattlemen in the South 
will need to recognize the importance of feed reserves just 
as they have in other major PEO CHCA TE regionse 


It is highly important that shee calves shall continue to grow 
and gain all the times "Shrinking" them, even a month or two, 
is expensive in the long run on the quality of cattle needed to 
make ef mene gains and the right kind of beef, with maximun 
use of gras "Roughing" may be left for the plainer cattle, | 
of which face will be Bin) tees least in the near future, when 
beef supplies are relatively large and cows are plentiful. 


Although climatical conditions provide AMBOW BET advantages for 
beer producers a and feeders in the South, the same climate in- 
creased the problem of diseases and parasites. Special attention 
ig necessary to avoid or control these hazards, I am sure, 
however, that you have this in mind and realize how important 

it is in efficient beef: productions 


It has already been demonstrated over wide areas that cattle 

can be produced and fed in the South that will sell in competition 
with northern beef. The only complaint we have.is that there is 
not enough of it} either for our customers or for our piants. 


In summary, I believe the Way Out for the Beef Producer is through 
producing what his nearest consumer wants, as cheaply as possible. 
This becomes more. important both to. the producer and consumer when 
Supplies are plentiful, 


As you all know, from personal experience and observation, there 
have been very few times in the beef-cattle business, or any other 
large-scaled farm enterprise in this country, when the most . 
efficient, well-informed producers did not make a fairly respecta- 
ble {ncome for thei rel forts: 


Variations between individuals in their cost of producing calves 
or feeding cattle are very great. These may be narrowed down con- - 
Siderably in the next few years, as the highest-cost producers 
give up.e Eventually this will accrue to the benefit of those who 
stay on the job by capitalizing. on opportunities to cheapen their 
eosbts,. plan their marke ting wre while prices are lower, improve 
CHnelT heruss 


Processors in the #ast.and South certainly hope, and really 
expect, that as a result of ee efforts and the gound opportu- 
nity for producing beef an these amneas,) thestindustry wild nose! be 
discouraged but rather’ eddie. thew truth) of, ian old saying that 
"Those who follow the crowd are quickly lost in it," 


-2ba- 


“PROGENY TESTING OF BEEF CATTLE 1/ 


The value of a progeny test for the improvement of growth 
rate and conformation in beef cattle depends in a large 
measure on heritability of these traits. Estimates of 
heritability of growth rate and type from progeny test of 
fast and slow gaining sires show approximate values of 

20 percent for growth rate and 30 percent for type. A 
comparison of weight at 182 days with record of perform- 
ance test of’ steers for 200 days after weaning and for 
heifers tested on pasture after wintering on growing 
rations indicate that weight.at 182 days gave essentially 
‘the same cstimates of heritability as the feeiing and 
grazing test.» It is recommended that the top half of the 
pure bred bull calves available for commercial herds be 
selected for use. Performance information in commercial 
herds based on weaning weights and grades can be used 
effectively for the identification of best sires and for 
elimination of those that transmit performance that is 
‘below average, Extreme selection in which only the top 
fourth or less are kept may result in less total progress 
because many bulls that are genetically good may be missed 
entirely. Because of the large number of sires needed in 
commercial herds, the potentialities for beef cattle im- 
provement through performance information on all breeding 
cattle are great. 
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1/ Presented by C. My Kincaid, Animal Husbandry Department, 
Virginia Polytechnic Institute, Blacksburg, Va.e, at the 
Interregional Livestock Production and Marketing Conference, 
June 25-=-"19; 1953, Knoxville, Tenn, 
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BREEDING PLANS THAT FIT THE by 
COMMERCIAL AND PUREBRED BREEDER 


In addressing this group last year on the subject of bull v 
testing, I introduced my remarks by indicating that the most 
profitable beef cattle were likely to be those that showed the 
best balance of the following four characteristics: (1) Regular 
reproduction, (2) heavy weaning weights, (3) rapid and 
efficient gains in the feedlot or on prass after weaning,” and 
(4) high caracass quality. To these we should probably add 
another; namely, freedom from hereditary defects. Actually, 
however, the occurrence of any important hereditary defect as 
dwarfism automatically lowers the productivity of a herd so 
far as the four characteristics mentioned above are concerned. 
Hlimination of such defects may require special breeding 
techniques. 


During the relatively few years that beef cattle breeding in- 
vestigations have been underway on a reasonably adequate scale, 
certain information has been accumulated which seems to offer 
excellent promise of leading to more productive beef cattle if 
intelligently applied by seed stock producers. Obviously, these 
herds have a predominent influence on productivity of commercial 
herds but the commercial breeder himself can do certain things 
to increase his average productivity. 


Evidence on the importance of heredity in influencing reproductive 
efficiency is rather scattered, and it should be borne in mind 
that there is automatically a considerable amount of selection 
for efficient reproduction, since cows with poor reproductive 
records leave fewer offspring in the herd than those that calve 
every year. However, certain evidence from several of our 
Stations suggests quite strongly that some strains of cattle 
consistently have a higher percentage calf crop than other 
strains on the same stations. Evidence from dairy cattle indi- 
cates that certain specific reproductive distrubances such as 
cystic ovaries seem to have an hereditary basis. It has also 
been observed that cows tend to be somewhat repeatable in 

their breeding behavior; that is, a cow that misses having a 
calf one year seems to have a greater than random probability 
of failing to produce a calf in one or more years later in 
life, 


It would thus appear to be sound procedure for all breeders, 
both purebred and commercial, to select herd sires from cows 
and from lines of breeding having a high productive efficiency. 
Furthermore, it would be to the advantage of both types of 
breeders to cull ruthlessly among females that fail to calve 

~~ Yopulariyv, sOulling (ot (hie fino carne course, be of greater 


LA sLaak ta el tere enh Sede ed pe ad are ce eg ts ee 

V/ Presented by H. J. Warwick, Southern Regional Beef Coordina- 
tor, U.S.U.A., University of Tennessee, at the Interregional 
Livestock Production and Marketing Conference, June 15-19, 
1953, Knoxville, Tenn. 
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intensity if nutritional and management conditions in a herd 

are such as to promote good average reproductive performance 

so that ample numbers of replacements: are available to. permit 
culling =’, | Dex oD at meets ! 


Provided quality does not suffer, weaning weight of calves pro- 
bably has a: great influence on total profit of a beef enterprise 
than post-weaning performance since a cow has to be fed 12 months 
out of the year regardless of whether she raises a 300 or 500 
pound calf, This is particularly true on farms where calves are 
Sold at weaning either for slaughter or as feeders, The measure- 
ment of this important characteristic. requires a breeder to keep 
a record of birth dates of individual calves and to weigh them 

at weaning time. This is an entirely feasible operation for all 
purebred breeders and may or -may not be possible for commercial 
producers. depending upon the type of operation. 


some may question the adequacy of single weights taken at or 
near weaning time. Records from a number of experiment stations, 
however, indicate that calves tend to grow at a rather constant 
rate through the usual range of weaning ages, namely, 6 to 8 | 
months and that single weights taken during this period and. 
divided by the number of days of age a calf is when weighed give 
a figure which is easy to calculate and which adequately evalu- 
ates pre-weaning growth, If the breeder desires to do more 
figuring, he can add to or subtract from the actual weight to 
convert it to 4 weight at. some standard age such as seven months. 
We. commonly do. this in experimental herds, but I'see no reason 
why weight per day of age is not a perfectly good basis for com- 
parison among calves in the same herds. 


Certain caution must be observed in using these weights as a 
basis for culling cows or for sélection of replacement animals, 
The first of these is the fact that calves must have been 
managed the same for weaning weights to mean anything, : Pressnt 
day practices of purebred: breeders of calvimg on a more or less 
year round basis, fitting some calves and not. others, etc.e, is 
probably the biggest stumbling block to the use of records. A 
second factor is sex of the calf. In all herds which have been 
studied, bull calves have grown faster prior to weaning than ‘have 
heifers, with the additional weight on the bulls at seven months 
of age ranging upward to 5 pounds. Comparative growth rates -of 
steers and heifers have been somewhat conflicting with steers 
being heavier in most cases, although in one body of data where 
calves were castrated at less than two weeks of age, there was 
no difference. Seemingly, the magnitude of sex differences 
varies from herd to herd and possibly .between breeds so that it 
seems best to use data from the same herd in adjusting calf 
weights to the basis of one sex. Commonly, however, males are 
Six to ten percent heavier than heifers. If calf weights are 
used as a basis for culling cows, some adjustment of this kind 
definitely needs to be made else the breeder will find himself 
culling an undue proportion of cows which had produced heifer 
calves. Likewise, the age of the cow has an effect upon calf 
performanee, The magnitude of age effects seems to vary from 
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herd to herd, again necessitating the use of adjustment factors 
developed in the same herd, However, ih virtually all experi- 
ment station data studied thus far, there has been a steady in- 
crease in the average weights of calves as cows go from three to 
about seven or eight years of age and after that age a rather 
sharp reduction, This age effect definitely needs to be taken 
into consideration or an undue proportion of first calf heifers 
would be culled and their calves would not have an adequate 
opportunity to be selected for replacement purposes. The nec- 
essity for adjustment can be eliminated if a herd is large enough 
that cows and their calves can be grouped by age of cow and 
selections made on a within age of dam basis. 


If adequate adjustment has been practiced, eviuence from several 
experiment stations iniicates that the repeatability of cow per- 
formance is high enough to make culling of low producers a pro- 
fitable practice. For instance, at the Greeneville station here 
in Tennessee, a herd of grade Hereford cows was established a 

few years ago by purchasing a group of })\8 heifer calves at a 
Virginia calf sale, All these cows hat survived and calved regu- 
larly were kept in the herd through five calf crops, there thus 
being no selection for weaning performance. A study of “the 
records indicates that if the lower 25 percent had been culled on 
the basis of first calves, only one cow |that was later wig aie 
upper half of the. herd would have been culled, The average six 
month calf weights (adjusted for sex) of all later calves from 
this low 25 percent was 3); pounds below the herd average. If 

the low 25 percent had been culled after two calf crops, not a 
single cow later in the top half of the herd would have been 
culled. Average weights of subsequent calves from these cows 
were lO pounds below the herd average. 


Selection for weaning weights can be practiced both by selecting 
the: heavy icalvesifor replacement purposes and by culling cows 
whose calves have low weaning weights so that they have no oppor- 
tunity to produce@furntherwreplacement animals.) Ths tcullingsor 
low producing cows. on the basis of first or first and second 

calf weights is, in itself,.a potent method of raising the herd 
average in the same fashion that culling low producing dairy 

cows raises the herd average, The breeding of a rather high pro- 
portion of »the javailable theifers for one call crop and theneauil— 
: ing rather intensely on the basis of weaning weights of the first 
calves would add appreciably to the intensity of selection and 

is a plan to be recommended for purebred breeders, Likewise, 
within limits this would appear. to be a practical procedure for 
many commercial breeders operating under conditions where it is 
possible to keep records. .(However, Lt mus tbe porter imino suet 
if a:commercial producer went tor extremes fon aitolan vor wise, 
he would have an undue proportion of heifers in his herd and the 
total production might be lower than if he took advantage of the 
increase in calf weights as.cows get older by having more mature 
cows’) in the herd. 


Although much can be accomplished in either a purebred or 
commercial herd by culling low producing cows and saving replace- 
ment heifers that were themselves heavy at weaning, the fact 
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remains that the sires used over a period of years will in the 
end exert the prodominant influence on productivity of a herd, 
Both types of breeders should use sires that were heavy at wean- 
ing when raised under natural conditions, and from cows with the 
definite ability to. do a good job with their calves. We have 
Several examples in our. research projects where bulls have sired 
offspring of good type and good gaining ability, but whose 
daughters have poor maternal abilities as judged by weaning 
weights of their calves, 


The next characteristic mentioned - that of being able to gain 
rapidly and efficiently - has been discussed -by Dr, Kincaid in 
the previous talk, and I.balieve needs no further ‘discussion 
heres: It is perhaps worthy of emphasis ‘that‘different studies 
have varied widely in the apparent heritability of rate.of gain. 
Figures from Miles City, Montana indicated 4 figure of 65 percente 
You-have heard Dr, Kincaid's figures, These two studies seem to 
represent the extremes although data from a Polled Hereford herd 
at Tifton, Georgia also insvicate a low heritability. A recent 
analysis of data from Bluebonnet Farm at McGregor, Texas gives 

a heritability estimate of about 41 percente Pericdic weights 
of potential replacement animals after weaning, whether handled 
on grass or in the feedlot, are to be encouraged, How an animal 
gains under conditions on a breeder's own farm should be an ex- 
cellent indication of its adaptability and growth potential, 


Carcass quality is a characteristic of obvious importance to the 
beef cattle breeder, Research data on this important.character- 
istic is much less abundant than we would like. Much more work 
‘is definitely needed on carcass evaluation, particularly 

studies on relationships between present carcass a Panaends and 
rate ultimate value. at the retail level. 


ti Parteye we would all agree that the characteristics discussed 
“are desirable in beef cattle although our opinions might vary 
“somewhat as to the relative importance of the different items. 

I do not believe research work has developed to the point where 
categorical statements can be made regarding their relative 
importance. As information accumulates, however, we hope to be 
in a position to weightthese factors according to their economic 
CURES ates 


The problem of any breeder is to incorporate these Aaeenhs into 
his herd in a-manner which will lead to the greatest improvement. 
This is where the question of breeding systems comes in. 


Mass selection, defined as the selection of the best animals 
within a breed for breeding purposes regardless of pedigree is, 
of course, the most commonly used system, For the present at 
lease, 1 believe 1G is: the preferred system for most purobred 
‘breeders and for virtually all commercial breeders in the more 
temperate climate areas, If realistic standards are used: for 
evaluating animals so that those considered best are truly the 
best available, then this system has’ much to recommend. it. The 
changes in type which have occurred in our beef-cattle breeds 
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largely under this system of breeding would seem to be 
indisputable evidence for the effectiveness of mass selection 
for altering type. The figures given on heritability of 
weaning weights of calves and post-weaning performance indi- 
cate that mass selection should be effective in improving 
these characteristics although as yet we have only limited 
experimental data to back up this statement, 


Inbreeding and linebreeding are variations of the same thing, 
namely, breeding systems that involve the mating of animals 
that are related. w#veryone here, I am sure, is familiar with 
the theoretical effects of inbreeding and linebreeding and 
Since we have relatively little direct information from 
experimental work with cattle, we will discuss the subject 
only briefly. Several stations both in this region and in 
Other areas of the United States have started inbred lines 
with various beef breeds. Data on the effects of inbreeding 
are as yet scattered and we have no reliable estimates of the 
average effects, Scattered reports suggest, however, that 
death losses among calves have been considerably higher in 
inbred lines than in outbred herds, Similar things have been 
observed in other classes of animals, 


It seems probable that with beef cattle as with other classes 
of animals, inbreeding will inevitably result in somewhat 

lower productivity with some lines being affected more than 
others. Thus, inbreds probably will not find any great use- 
fulness in commercial production as inbreds. The experimental 
work underway and contemplated should, over a period of several 
years, give us a reasonable idea as to the usefulness of inbred 
lines for top-crossing and noninbred herds for commercial pro- 
duction und on the productivity of animals produced by crossing 
two or more inbred lines, Although practical problems remain 
in the utilization of inbred lincs of swine, it is apparent ~ 
from the data accumulated at several stations in the Regional 
swine Breeding Laboratory that crosses of selected inbred lines 
of hogs have consistently out-produced conventionally bred 
animals. Whether the same thing will be true of cattle remains 
to be seenes 


The purebred breeder, at least under the presently existing 
status of the industry, is limited in his breeding procedures 
to mass selection or to some form of inbreeding or a combina- 
tion of the two. The commercial breeder has two other alterna- 
tives, namely, crossbreeding and grading. Crossbreeding is a 
controversial subject and one on which, in my opinion, too 
little evidence is available for unequivocal recommendations, 


During the past year we have summarized all known data on 
crosses between cattle of the Brahman type and British breeds, 
This work has all been done in what we would consider the Deep 
south and the results may or may not be applicable to States 
north of the Coastal areas, Weighted averages of all the 
experiments conducted indicate Brahman bulls bred to British 
type cows have on the average produced calves weighing 
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nearly 30 pounds more at weaning time than calves by British 
bulls out of similar cows, The crossbred cows themselves 

' when used as mothers'on the average produced calves weighing 
over 70 pounds more than those produced by British type cows 
in the same herds, Feedlot performance of Brahman crossbreds 
under experiment station conditions has not been greatly dif- 
ferent from that of British types. Likewise, carcass differ- 
ences have been relatively minor between the two types both 

at- weaning.and after a. period in the feedlot. It is necessary 
to point out in connection with these data, however, that 
‘certain things of importance have not been adequately assessed, 
The problem of temperament is probably the principal one of 
thesé. Probably.related to it is the fact that packers 
commonly. believe they get more bruises on the careasses of 
Brahman erossbreds than on animals predominantly of British 
breeding. 


Data on crosses between two or more English breeds is limited 
and that available is rather conflicting. An experiment 
carried on several years ago at the Miles City, Mont, station 
in which. Shorthorn bulls were bred to Hereford cows and their 
daughters in turn bred to Angus bulls with the progeny in all 
cases being compared with grade and purebred Herefords, showed 
rather substantial advantages for both types of crossbreds and 
particularly for the crossbred cows in calf raising ability. 
Unfortunately, this experiment did not include purebred 
animals of the Shorthorn and Angus breeds for comparison and 
it. is possible, although perhaps unlikely, that they would 
also have outperformed the Herefords and that the apparent 
superiority. of the crossbreds was merely a grauing up effeot. 


An eight year experiment conducted at the Ohio station in 
which reciprocal crosses. were made between the Angus and 
Hereford breeds and the crossbreds compared with purebreds of 
both breeds showed only small advantages for the crossbreds 
in either performance to weaning or post-weaning performance 
in the feedlot or on pasture, Unfortunately, none of the 
crossbred females were retained to test maternal: abilities in 
this experiment, 


At the South Carolina station work is now in progress in which 
the performance of. purebred calves of the two British breeds 
is being compared with the performance of Brahman crossbreds 
and British crossbreds produced from similar cows. The data 
‘are not voluminous as yet but during a four year period;.there 
have been only. small differences in weaning.weights between 
the two types of crossbreds with both crossbreds exceeding 

the purebreds by substantial margins, 


It thus appears. that the evidence is incomplete on the per- 
formance of British type crossbreds as compared to purebreds 
or grades, From a theoretical standpoint and reasoning from 
results from other classes of farm animals, we would expect 
the crossbreds to exhibit a certain amount of heterosis and to 
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outperform those of straight breeding. Rather detailed experi- 
mental work is needed, however, to determine the magnitude of 
these advantages, if indecd they exist. From such studies it 
will be possible to estimate whether the advantages are great 
enough to offset certain practical disadvantages which we all 
realize a crossbreeding program has. These relate to carrying 
on a crossbreeding program in such a manner that it can be 
systematically followed rather than degenerating into a pro- 
gram of mongrelization. The type of market outlet is another 
thing to be considered before launching a crossbreeding program. 
We all know of instances, particularly in feeder calf sales, 
where crossbreds have sold at less than their real value, 
possibly because the buyers suspect the presence of scrub or 
dairy breeding in calves not having color markings of a recog- 
nized beef breed, 


Grading is the process of breeding scrub, grade or native 
females to bulls of the same breed generation after generation. 
It has been demonstrated in many experiments that a breeding 
program of this type leads rapidly to a preponderance of the 
characteristics of the breed of the sires used. It is the 
simplest breeding program for a commercial breeder to follow 
and if the sires are carefully selected for performance, 

there is every reason to beliece that it is a desirable pro- 
cedure. 


Relatively little research work has been done as yet on beef 
cattle breeding . problems since in the past personnel of most 
stations either felt that they did not have the financial re- 
sources to permit.serious research in this field or because 
they believed there was no possibility of research work lead- 
ing to better methods than those currently being used by pure- 
bred breeders. The passage of the Research and Marketing Act 
by Congress in 191.6 provided a mechanism whereby State experi- 
ment stations could engage in beef cattle breeding work in 

a cooperative venture with other States, We hope that our 
research is organized on a sound basis and that over a period 
of 10, 20 or 30 years further worthwhile information’ will 

come from it that will be useful to purebred and commercial 
breeders alike. No one would presently be so rash as to 
indicate thet we have more than scratched the surface on 
research in this field. 


In spite of this fact, however, it does appear that research 
to date has brought out information which, if intelligently 
applied by purebred breeders, could easily result in substan- 
tial improvements in productivity. Breeders, particularly 
those that we would consider to be the top breeders in their 
respective breeds, seemingly have been rather slow to adopt 
research findings and it sometimes makes us wonder if it will 
‘be necessary to raise a new generation of breeders before 
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research findings will be applied, Most of us here have 
lived long enough to have observed rather profound changes 
in breeding procedures followed with other animals and 
certain crops. I am thinking particularly of poultry and 
corn, As new breeding techniques have been ieveloped in these 
species, they have been applied rather” widely, and although 
Dieleraneaexceptlons to this, statement, in the main tt has”: 
-been a. different. group of breeders who have appiiéd’ the new 
techniques. and virtually displaced existing breeders, 
Rstablished purebred swine breeders and their registry 
associations have largely ignored the findings of the 
Regional Swine Breeding Laboratory and a new group of breeders - 
Operating outside the established breed associations are © 
applying these findings and have already captured an appreci~ - 
able proportion of the commercial boar market. Are we seeing 
the type of thing here which has already occurred with rCOt 
and poultry? Will it be necessary for a similar thing to 
happen in the beef cattle breeding business or will an ~ 
aggressive, militant extension program convince breeders of ° 
the neces igor Lox applying: the results of rescarch? 


N55. 
NE" HIGHLIGHTS OF BEEF CATTLE PRODUCTION 1/ 


Cattle were designed to convert large amounts of roughages (high cullulose 
feeds) into edible beef, Approximately 85 percent of all the food nutrients 
consumed by cattle are derived from roughage feeds in the form of pasture, 
hay, silage, or stalk byproducts, Therefore the improvement in the efficiency 
of the production of beef must come primarily through learning how to convert 
high cellulose feeds such as corncobs, straw, corn stalks, cottonseed hulls, 
cotton bolls, peanut hulls, sugar cane begasse, peavine silage, sweet corn 
refuse, corn silage, sorghum silage, grass silage, dry range forages, and 
pasture into highly efficient growing and fattening rations, 


Research findings show that the growth response of cattle is affected greatly 
by the balance of energy, protein, vitamins, minerals, and other factors 
available to the animal in its daily feed, Cattle possess a powerful 
mechanism through rumen bacteria to synthesize many nutrients required for 
life, The billions of bacteria which inhabit the rumen or paunch—if properly 
nourished—are capable of breaking down and converting indigestible roughages 
into a usable form. Therefore in order to properly feed ruminants on high 
roughage diets, a supplement must be formulated to contain adequate nutrients 
to nourish the microorganisms in the rumen or paunch and also to meet the 
daily nutritional requirements of the animal. 


Purdue Cattle Supplement A was developed to improve the utilization of low 
quality roughages and this formula has been effective in supplying the 
nutrients required for a well balanced diet. 


Components of Supplement A 


In feeding roughages certain fundamental characteristics and nutritional 
limitations must be recognized, All the nutrients necessary for making a 
supplement to completely balance roughage rations for ruminants are not known 
but a few which should be included are: 


1, Protein--Many rations are deficient in protein, Basic research has 
show that protein supplements increase the digestibility of roughages, 
Provide adequate amounts of protein supplement to meet the daily requirements 
for cattle, Usually 2.25 pounds of a protein supplement such as so ybean 
meal, cottonseed meal, or linseed meal will furnish all of the needs for grow 
ing steers. Lesser amounts of portein are indicated, 1 to 2 pounds per animal 
daily, when the roughage or grain fed furnishes part of the requirement, 


Soybean meal, cottonseed meal, or linseed meal can be used interchangeably 
in the formula of "Supplement A" with equal results. Quality of protein 
(amino acid) balance is not an important consideration in diets of ruminants, 
because the bacteria in the paunch can compensate by synthesis for any lack 
of quality 


1/ Presented by . M, Beeson, Department of Animal Husbandry, Purdue 
University, Lafayette, Indiana, at the Interregional Livestock Pro- 
duction and Marketing Conference, June 15 — 19, 1953, Knoxville, Tenn, 
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Urea is a. non-protein nitrogen compound which can be used as a replacement 
for | part of the protein, in the diet of cattle and other ruminants, Urea 
feeding compounds usually contain 4 percent nitrogen which | is equivalent, to 
262 percent of protein equivalent, Actually, there is no protein in urea, 
but .the billions of microorganisms that are contained in the pauneh or rumen 
of cattle can convert: urea nitrogen into. yrotein. which can be ut tflized by. 
the cattle, -.One of the key points in the utilization OL urea is to remember 
that it contains no energy value and that when urea is used to replace part 
of a protein supplement such as cottonseed meal or soybean meal, it is neces— 
sary:to:add.an’ equivalent amount of energy in the form of grain. or molasses 
or. some other high energy feed, One pound of urea has the same protein 
equivalent. as ‘six pounds of. soybean meal, ‘Therefore, for every pound of urea 
that is added to a concentrate mixture to .replace six pounds of soybean meal, 
it is necessary. to add five to-six pounds of an energy feed such as corn or 
allele to “make ‘the. ceria OF equal in nutritive value. 


a resdine is aie profitable Aes the cost of a combination of high 
-énergy feeds such as corn or molasses..and urea on an equal protein AIG: oh 
energy..basis is less per pound.or ton that the cost of a protein supplement 
such as cottonseed meal, soyhean meal,-or linseed meal, ge . 


Recent 'results:atPurdue University have shown that cattle can be wintered 
suécessfully* by using-a protein supplement where 2/3 or 1/2 of the protein | 
is-supplied from urea, and additional energy is added in the form of molasses 
or grain to: compensate for the lack:of energy in urea. Replacing. 2/3 of the 
protein.with urea had some: depressing effect on the gains in the latter part 
of thé feeding period. . ‘These tests. show that a combination of 86 pounds Gian 
corn and 14 pounds of urea is equivalent. to 100 pounds of. soybean meal in 
the forma: of ' Supplenent, Ay ; | | 7 


Tn: sumary, the oljowine neints ers Be emphasized shite ‘urea is used in : 
a feed st 


wae ates ‘more - ene 13 to 1/2 of pie protein “era replaced with 
urea in a pepe lmget for Baht hea , : 


eal , ae every aes carts urea - severe to a “mixture, 6. to vA pounds of aioe 
sgl cal eather such as: corn OV modAageee should be added to, replace the energy - 
lost. fe ai babes 1 . | 

voun Heeger He mixed pieitar because it is. a toxic compound and 
ab ee levels will: cause. harmful effects, 


4... Urea feeding gives the best results in -the. well balanced diet so 
that the bacteria have all the nutrients necessary for the synthesis of 
protein and other nutritional factors. . sits 

: 5,5, .Safe:levels to.mix urea in feeds are as folienee: vee One percent 
‘urea, in the total-dry ration consumed by cattle; (2) three percent urea in 
the total concentrate (grain + supplement) feds or (3) no more . than’ five 
Bere Sues in a mixed pyotigin supplenent. 


aire: rete ighearvegar’ a readily available source of energy, palatability, 
ony Reeaa. (mineral). factors which have not ‘been fully identified, Ex- 
cessive amounts of molasses or other carbohydrates tend to depress the 
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digestibility: of roughages. . Feeding 0.5 to 1 pound of liquid molasses or 
its equivalent per steer daily has given good results, ."Sup»lement A" con- 
“tains 13 to 14 percent of cane molasses or its equivalent on a dry or semi- 
‘dry basis. . The sugar and ash content of molasses contributes effectively 
to the utilization of roughage as well as adding palatability to the diet. 
“hen fed in small amounts, molasses has about the same energy value as corn 
but at higher levels this value is reduced to 65 to 75 percent. of corn. 


3. Winerals—-Roughages are deficient in minerals especially salt, 
calcium, phosvhorus, cobalt, and, in some areas, iodine. . Bonemeal is in- 
corporated in "Supplement A" at a level of 5/2 percent to supply part of the 
calcium and phosphorus needs and. to furnish the complex mineral assortment 
occurring in bonemeal. Iodized salt makes up 1.7 percent of the supplement, 
which has been fortified with one ounce of cobalt per 100 pounds, So far 
the addition of a variety of other trace minerals has not improved this sup- 
plement. Apparently the ash content of the various ingredients furnishes a 
complex mineral assortment capable of meeting the requirements of the rumen 
microorganisms and the animal, Research is in progress to ‘study the most ef- 
fective Level of trace minerals, Trace minerals ‘are probably needed if 
dicalcium phosyhate is substituted for bonemeal. . ie Mes 


4, Vitamins—The vitamins required in a feed for ruminants are rel- 
atively simple, sincé most of the water soluble vitamins are synthesized in 
adequate amounts of rumen microorganisms, Poor quality roughages, such as 
corncobs, straw, and etc,., contain practiéally no vitamin A. "Supplement A" 
is fortified with a vitamin A concentrate to supply 2250 to 2270 I.U. of 
vitamin A per pound, Each steer receives approximately 8000 I.U. of vitamin 
A from 3,5 pounds of "Supplement A," The amount has protected the steers 
from any occurrence of a vitamin A deficiency, Vitamin D is furnished only 
as a protective nutrient but is not needed in climates where the cattle are 
out in winter sunshine, 


5, Unknow factors—Alfalfa meal contains some unknown factor or 
fsctors which improves the utilization of roughages and significantly in— 
creases the growth rate of steers. Feeding 0.5, 1.0, and 2.0 pounds-of al- 
falfa meal per steer daily has significantly increased gain and feed ef- 
ficiency beyond any extra protein or energy that might be furnished by this 
small amount of alfalfa. It appears now tht the new formula for "Supplement 
A" will contain some alfalfa meal. Substituting alfalfa meal (dehydrated 17%) 
for malt sprouts in the formula of "Supplement A" increased the growth of 
steers on corncobs 0.2 lb. daily, An effort is being made to identify and 
isolate other nutrients which will effectively improve ruminant feeding. 


Results from Using "Supplement A" with Roughages 
Corncobs, pop corn cobs, straw, and cottonseed hulls: 


"hen corncobs, dat straw, soybean straw, pop corn cobs, or cottonseed hulls 
were fed with "Purdue Cattle Supplement A" (3.5 pounds per steer daily), the 
cattle gained respectively 1.50, 0.93, 0.78, 0.94, and 1.16 pounds daily. 
These steers required 11,0 lb, of corncobs, 12,4 1b. of oat straw, 13.3 lb. . 
of soybean straw, 13.9 1b, of pop corn cobs, and 19.5 1b. of cottonseed hulls 
to produce one pound of gain, Formerly a farm waste by-product, the corncob 
has been raised from a feeding value which was practically nil to a valuable 
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source of energy for roughing and growing cattle during the winter. The 
cattle fed on corncobs are not fat but are in excellent shape to go on pasture 
or to be fed grain and fattened for market, Indiana produces about 1,500,000 
tons of corncobs annually and it requires with this feeding program about tla 
tons of cobs to winter a steer. Indiana has sufficient cobs to winter one 

. milliontead of cattle. Many roughages can be converted into a valuable live- 
. stock feed if properly supplemented. 


“Corn Silage: 


Two years of experimentation at Purdue University has rather conslusively 

shown that feeding 3.5 pounds of "Supplement A" per steer daily, along with 

all of the corn silage (37 pounds daily) that steer calves (weight 480 1b.) 

would consume, resulted in a gain of 2 pounds or better per head per day at 

. a cost.of 15 cents (1951)5 per pound, Please note that no hay or other dry 

. roughage was fed. Contrary to accepted opinion, cattle can be grown at a 
‘rapid and.efficient rate without the feeding of dry roughage. and/or hay in 

_» the diet when silage is properly balanced, No scouring or looseness occurred 
jOnene, the silage-fed eh 


The noees striking feature of ' this experiment was the number’ of pounds of beef 
produced from an acre of corn silage (70 bushes of corn per acre — 15 tons 
of corn silage). Corn silage supplemented with "Purdue Cattle Supplement A" 
ISH 5 pounds per steer daily) produced from 1600 to 2000 pounds of beef per 
acre, An-.acre of corn silage produced sufficient silage to feed 5 steers 
for 6 months. . After deducting the cost.of the supplement and the cost of 
putting up the silage, an acre of corn produced a return of 385,00, This 
figures out to be an average return of 35,50 per bushel for the corn marketed 
through the cattle, The cattle price used to establish these figures was 


re 30 cents per pound, and this is a conservative fieure because the steers 


were worth considerably more than the figure used, 


ie year (1952). yearling steers full-fed on corn silage and 3.5 pounds of 
“Supplement -A'' per head daily gained 2.5 to 2.75 pounds daily at a feed cost 
of about 18 cents per pound. With the supplemental feeding program, corn 
silage produced 1400 pounds of beef per acre which graded choice, After 
deducting the cost of the supplement, minerals, ensiling the corn and the 
shrinkage of ‘the. cattle to market, an acre of corn in.the form of silage made 
a return of %341.45, Forty steers from this experiment were marketed in 
Chicago at a price ranging from :}34,75 to 335.50 per owt. Thirty-four car— 
casses graded choice and six prime (Federal grade) and dressed 61,6 per cent. 
During the f.ttening period these steers received an average of 8 pounds of 
shelled corn équivalent daily from silage, making a total of 21 bushels of 
corn consumed °* (146 days on feed). 

Half of the nutritive value of a corn crop from an energy standpoint is in 
the corn kernel. and the other half is in the cornstalks, corncobs, and leaves, 
A large percentage of the feed value of a corn corp is left standing in the 
field, Probably‘one of the fundamental reasons why corn silage has never 
given as good. results in previous years: is: because we have not had the "know 
how" to balance the deficiencies of corn. Silage. 


Grass. Silage: 


Grasssilage has: not AGun a Ade Poser in . the Mee inante because only recently 
“have, we ‘known howite:feed it. for maximum results, Peed results have been 
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obtained by properly supplementing the deficiencies in grass silage. 


Steer calves (beginning weight. 480 pounds) fed all the erass ‘silage they — 
would eat (37 pounds per head daily) along with 3.5 pounds of "Purdue Cattle 
Supplement A" gained 2 pounds a day ahd the. cost of the gain was 18 cents per 
pound. No dry roughage was fed, 


WAG this supplemental feeding program an acre of grass silage produced from 
the first crop 1432 pounds of beef per acre (includes supplement) and ‘still 
there is ample pasture left on the field for the remainder of the grazing 
season, In dollars and cents after deducting the cost of "Supplement -A,*- 
the,.cost of corn used. from a preservative and the cost of putting the silage 
into the silo, this acre of grass silage made a net return, over the above 
costs of “S246 per acre when the stéers were priced at 30. cents per pound. “e 
-have much more to learn about the proper use of grass silage and also pastures. 


is another experiment (1952), fortifying grass. silage with “Supplement ‘AY ine 
creased the rate of gain approximately 1 pound per steer daily over the steers 
fed grass silage and minerals but no supplement, ‘When no "Supplement A" was 
fed (only minerals), grass silage produced 587 pounds of beef per acre, In 
other words, 509 pounds more beef was produced per acre with grass silage by 
feeding 1951 pounds of "Supplement A," Therefore it required 3.83 pounds of 
"Supplement A" to produce 1 pound of beef when fed with grass silage. 


Steers can be fattened for market by using grass silage as the only roughage 
and adding a limited anount of corn and supplement. Yearling steers at 

Purdue on a feed of grass silage, 40 lb.; shelled corn, 5 1b.; and "Supplement 
AN, 2.0 lb. gained 2,40 pounds daily and should deposit ample fat and marbling 
to grade choice, 


he appears from these data shat we have only scratched the surface in exp lor— 

ing the possibilities of converting dry Tues silages, and pasture into 

beef, Actually and eventaully we should be able to increase markedly the ef- 

‘ficiency of beef production on the farms and eee this country by 

-. "Constructive Feeding" or in other words by proper supplementation of the 
many roughage crops that apparently go to waste through improper uses 
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"Purdue cattle Supplement A" (328. Crude Protein) 


ingredivens I: ye Lbs 
Soybean meal ‘ Miyagi Cael a 
Molasses Opies — -140,0 
Alfalfa meal 1/ i aa 140.0. 
Bonemeal 52.0 
Salt with cobalt 2/. | wilt Oy 
Vitamin A and D concentrate 3/ 0.5 
| | TOTAL. 1000.0 


This recommendation does not imply that further 
improvement cannot be ma made or that the the original 
formula is not still ; a “useful and effective 


oe eee 0 wees eee 0 eee 


supplement, 


17 Dehydrated alfalfa meal (17% Crude Protein) = = + = 


2/ One ounce of cobalt sulfate was added per 100 pounds ofsalt.- 


3/ Stabilized dry vitamin A and D- pone ee containing 4,540,000 U.S.P. 
units vitamin A per pound and 567,500 U.S,P. units vitamin D per pound, 
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CREEP-FEEDING OF BEEF CALVES i/ 


Generally speaking, creep- feeding is advisable. under the 
following conditions: (1) producing and marketing purebred 
breeding stock; (2) raising and selling feeder calves; and 
(3) marketing calves for slaughter within a few months after 
the calves are weanedg Sometimes it pays to creep-feed the 
calves when a number of them are from "first calf" heiferse 
It helps. to even the calf crop scmewhate 


Purebred breeders should have their calves and other young 

cattle look attractive to the buyers at all times, .The extra 
bloom and condition resulting from a creep-feeding program is 
a "must" for the breeder selling high quality breeding stock» 


The Poon! and Bedint dusk fat resulting from crceep-fceding will 
usually cause feeder calves to grade a little higher and be 
more attractive to buyers, Feeders in New York State tell us 
that. they want. thin calves with .uality, nevertheless, they 
always pay more for the fleshy calves with: the extra bloom, 


Home grown grains, such as corn and oats,. supplemented in the 
Latter part of the creep-feeding program with a protein supple- 
“ment, makes a satisfactory creep ration. Experimental work con- 
ducted at Cornell University did not show any advantage from 
feeding aureofac or the administration of aureomycin to calves 
over 2 to 3 months of age. | i 


It does not pay to creep-feed calves that are to be roughed 
through the winter and turned to grass the following spring. 


Although ereep-feeding is a recommended program.for many of 
our breeders, one should kecp in mind that good pastures and 
milking qualities of the brood cows are far more important 
than any other factors in ‘producing fat calves at weaning 
time, Records in the Beef Production Project in New York 
State, where weaning weights. have been taken on.eooperator 
farms for scveral years, show that creep-fed calves have out 
weighed those not receiving grain during the nursing period 
by only 15 pounds pér head. Actually some of the heaviest 
groups of calves were not creep-fed, The producers of these 
calves used good ‘pastures and had culled cows from the herd 
that did not raise a Soaked Rae calf,. 


“df ‘Presented by Myron Ds Lacy, Professor.of Animal. Husbandry, 
= Cornell University, Ithaca, N.Y,, at the Interregional 

.. Livestock. Production and penice, Bane CONE ERE TOE) June 15-19, 
1953, Knoxville, Tenng. : | 
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Of course, creep-feeding will increase the weights of calves, 
but good grass throughout the grazing season and milking 
qualitics of the brood cow herd, along with quality breeding 
stock, should get rirst consideration in the cow and calf 
programs 


CRUEP-FEBDING AS IT APPLIED TO KENTUCKY CONDITIONS. 2/ 


Creep-feeding. is a must for registered.cattle since ie need 
. tobe ready for exhibit to prospective buyers at-all times» 


le Creep-fed calves have more size for age. 

23 Creep-fed calves are more uniform in size. : 
3, Creep-fed calves reach maturity at an earlier age. 
ie Creep-fed calves sell higher. 

Se Cows look better and weigh more _ when ‘their calves 
have: been creep-fed, 2 is 


Creep feed is not recommended for the average Kentucky Cow and 
Calr Plan calf. . nae 


‘This calf is a-milk fat calf weighing approximately 600 pounds 
at 9 to 10 months of age, It is produced by breeding a-heavy 
milking cow (usually a cow with some dairy blood) to a beef 
type bull so the.ccalf will be dropped in December, January or 
February and sold off the teat in the falls No grain is 
anticipated for either the cow or the calf unless the milk 
flow is diminished due to drought, disease or parasites in 
which case, feeding may’ be necessary to duces or both,.- 


Creep-feeding of grade beef calves may. or may not be pe eommerded: 
depending on ah ine MGR ek 


lL» Creep-feeding is recommended - 


ag When calves are to be sold as fat calves for. 
sacupcaccs nee j : : 


t 


De When calves are to be fed out as, baby peeves». « 


i: tie when olan are to be on full fecd Ser tes they - 
- i Miieite we ane dere |) 7% 


dy, When cows fail in their milk. 
es When calves are to be sold at weaning time 


for a price that will show a profit over feed 
and labor costs. 


ey. preeeneeds by Rey. Ge Hopper, Wield Agent in Animal Husbandry, 
University of Kenturky, Lexington, Ky., at the Interregional 
Livestock Production and Marketing Canference, June 15-19, 
1953, Knoxville, Tenn, 
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2. Creep-feeding is not recommended. = 


as When cows arc giving a heavy flow of milk and. 
calves. are small, . hte 


be When calves are to be kept over, roughed through 
the winter and grazed the following summere 


Ca When the feed and labor costs excewd. the value 
of the extra pounds, 


‘de When sheep or hogs have to be pastured.in the 
same Pield.- a . 


CREHP+FEEDING OF BEEF CALViS i ht 


There is a difference of opinion as to the value of creep-feed- 
ing beef calves in commercial cattle production, . Two questions. 
should be considered in determining the value of creep-feeding. 
First, will the extra gain produced on calves pay for the cost 
of feed and sécond, witl the grade of calves -be increased ‘by 
creep-feeding;* Morrison reports that in 27 tests of: crecp-fecd- 
ing, the calves which were creep-fea Wile nuring their dams . 
gained 1,82 lob. daily which was a 639 lbs more than others not 
creep-fed, The difference in total gain ver calf for these: 
trials, which averaged 153 days in léngth, was'60 lb, ‘he total 
amount of grain and other concentrates consumed was 532 lbs.~ or 
887 lbs. per 100 lbs. ‘gain. In19 tests in which. selling prices 
were reported, the creep-fed calves were worth $1.27 more per - 


hundred’ weight at weaning times 


In 190 cooperative studies were undertaken at North Carolina 
State College to determine the value of creep-feeding calves, © 
The same bull and cows were used ina two year trial but the: 
cows whose calves were creep-fed in the 190 test were placed 
in the group whose calves were not. creep-fed in 1941 in order. 
to account for any variation in milking qualities of the cowSse 
The calves were fed for 116 days in 190: and for 87 days in ~ 
19le, Corn, oats, and cottonseed meal were fed in the ercep 
according to the following schedule: Age of Calf - 2 to 3 months, 
Grain Mixture - Shelled corn, 2 parts, oats, 1 part. ‘Three to 
Five’ months = shelled corn, 8 parts, cottonseed meal, 1 part. 
Five to ten months - shelled corn 10 parts, cottonseed meal, 

1 part, Five to ten months = shelled corn 10 parts, cottonseed 
meal, 1 part. The calves were taught to eat prior to starting 
the experiment and the creep was located in the shade near 
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water, both groups of cows and calves were on good quality 
permanent pasture throughout the trial, The average age of 
both groups of calves at the beginning of the experiment was 
two months with the group being fed averaging 202 pounds with 
the group not being fed averaging 20h pounds. - ee 


The creep-fed group gained an average of 258 pounds with calves 
not being fed gaining an average of 201 pounds or 57 pounds 
less than the calves being fed, 


The creep-fed calves consumed an average of 303-pounds of corn, 
65 pounds of oats and 23 pounds of cottonseed meal at a cost of 
12.39 at the present price of feed. ‘This means that the extra 
gain of 57 pounds cost $12.39 or $21.73 per 100 pounds gain; 


This experiment shows that creep-fed calves made more rapid gain, 
however, the cost of $21.73 per hundred pounds means that calves 
would be required to sell for more than $21¢73 in order to pay 
the cost of feed, | 


Study of Feeder Calf Sales in North Carolina for the past two 
years would indicate that as a rule there is a relationship: of 
grade and weight with calves in the heavier group grading higher 
than those in the lighter group. The following is a summary 

of the Feeder Calf Sale held at Rocky Mount, N.C., September - 
1952, that shows the relationship of weight and grade, | 


Grade « Average Average . Average Difference in - 
Sex Number Weight Per CGwt, Per Head Price Per Head: 

Fancy Steers lh 536 ep G shove $186.00 : 

Choice " 103. 516 32ohh 167039 ~18,61 

Good : 129 59 36.86 123.220 -—lal9 

Medium " Sh 37 foe. 109,62 913,58 

Fancy Heifers 10 520 3h. 80 180.9, . 

Choiee, 38 ree 3.626 whblebO “19 ehh 

Good " 53 ee 31.460 1LhH0.99 ~20.,51 

Medium " 22 301 


Conclusions and recommendations: 

1. Creep-fecding produces calves suitable for Slaughter ata 
minimum expense for feed, because young calves require less 
feed per pound of gain in live weight than older calves, 

2. Adds weight and finish to calves, 

3. Helps to make the calves in the group more uniform in size, 


4,» Pays to creep-feed calves if. cows are poor milkers, 


5, Creep-feeding as a rule will not pay if the breeder has good 
pasture and his cows are good milkers, : s 
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CREEP-FERDING OF BEEF. CALVES by 


Other members of this panel have. stolen most of the ideas I 
had to ‘offer on this subject. In Connecticut and the North~.:: 
east, our herds are small and purebreed establishments. . We | 
do not have calf sales, or livestock auctions for beef cattlee 
Our cows can only produce ohe.calf a years Our bull demand is’ 
lows Therefore, we have many stecrse , Te ae a ae 
Individuals sell direct. from cow at weaning to people who buy 
one or more for fattening for home freezers, Many go to lH 
Club members for our Baby Beef Programe eda ee 4 


The preeder, therefore, likes to get. weight on his ‘weaned 
‘ealves, Corn and oats as grain, home produced, is fed in 
creeps. Late July or early August is the time to start when 
pastures dry up, cows drop in milk, flies and heat tend to 
Slow up the daily growth and gaing In, other words,.. breeders . 
try to hold the’ baby fat on their calves. . To keep: the calf, 
gaining, and to.get the c&lf on grain, in order to reduce the - 
shock of weaning s By. crecp-feeding the Nea becomes more. self: 
‘sufficient and less dependent on his door, Thus the dam dries’. 
off easier, tends ‘to pick up.in flesh, We figure that an: 
animal going tnto the winter in good condition.is half ii nbered. 
We do have 5 + 6 months barn feeding annuallye . We all like neat 
cattle. Our grasses are excellent for pasture, ensilage and-::" 
haye . We do try hard to make the most of home grown crops. with 
little purchased grain, Purebred heifers are Bae nee through- 
out the first winter, From then on, it depends if she: goes ° 
into the herd. as a replacement, for show or sale, wha cetier oe 
‘feeding progres am. is to, bee - | | ay 


We feel the | extra weight to Sone makes our been ny aceep te able. 
to the public and pays “dividends. 


CREEP =< PRE DING PUREBRED. Bank CALVES. oh 
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Purebred brecders occupy a specialized Tileld or oroduction | 
which differs from commercial cattle production. They sell | 
cattle of all ages, from calves to mature animals, and buyers 
are always interested in buying good growth hy animals carrying 
sufficient flesh to be attractive. Creep-feeding of calves aids 
in their development and makes them more salable, and personally 
I would say that creep-feeding is a must in most good purebred 
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herds, It is usually an easy matter to have calves 50 to 75 
pounds heavier, and grading one-half of a grade higher at 
weaning time (6 to 7 months of ages) 


The type of feeder to be used is not as inion bent as its 
location and the kinds of feed available. Some breeders use a 
very inexpensive type of feeder, such as .a good box type trough 
placed between two posts witha V type cover for protections’ A 
fence surrounding this trough with two or more openings, and . 
your feeder is complete. It is better to build the surrounding 
fence with a 10-foot clearance than to build the fence too close 
to the troughe 


Other and much more expensive types of feeders, which do not re- 
quire fencing, can be purchased or build, however, they do not 
do a better job than the cheaper feeders, They do have some ad- 
vantages, ‘such a movabili ty and capacity for feeds whieh . will. 
last for See days. . 


The-Location of the soleréeder is very.important. I have heard 
breeders state that they eould not get calves to use a self- 
feeder. My experience’ has been that calves will readily start 

to using a feeder, if: the location is near the watering. or salt- 
ing place, and if possible a shady place, Cows will come to such 
a place for water and salt, and within a few days’ calves are 
using the feeder, 


The feeds to be used may vary slightly, however, a mixture of 
one-half fresh cracked corn and one-half. rolled oats is hard to 
beat. Whole corn and whole.oats may be used after’ calves are 
well started, If pastures are poor and the.cows are not milk- 
ing well, I would suggest adding 1 pound of either. soybean meal, 
cottonseed meal, linseed meal, or a mixture of two or more of 
these to cach 6 to 8 pounds of the above mixture. It is. very 
important that the feed is fresh and kept before the calves at 
all times, 


The age to start creep feeding may vary in accordance with local 
farm conditions, however, most cattlemen like to start creep-e 
feeding around two months of age, Winter creep-feeding may start 
a little earlier, and three months.is about the limit in nee. to 
start summer creep-feeding. 
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PLANNING YOUR MEETING wiTH VISUAL AIDS 


1, Use slides or movie only when they fit into the objective of 
the meeting, Don't just have a showWe They are Hess Use 
visual mies ate the in ik time in Hee vanes . 


Co Study your slides or movies before meeting times Plan your 
talk with an introduction concerning the slides or the film. 
Raise some questions which you expect may be. answered or . 
pct es cause sta shins te in aS filme 


3e Be sure your slides are stacked. pee tik: ag you want them so 
eh will be in ondes and not upside downe 


lis Set your machindg and sereen before meeting starts. Test ite 
Arrange seats so that all can see screen well. 


5a arrange Toria good operator. ce fe ites or movie? Se ae vs or 
stand near the machine and operate it yourself, 


6, Use local slides where possible even if you have a better 
Iona from heakquanters Don!t use too many, . 


1s Movies may be secured from:yaur Toney Film Lananes Catalog 
available, Many commercial films are goad and sent free,» 
Be sure the advertising is 0.K. before you show commercials. 


8, Preview the movie so as to know its good points, . Plan toa. 
esi riana e Raise some sy before the film is shown, 


9. Be sure your machine will operate be pore going to ah SE 
Know howe yi 


10, Run movie through.- then discuss ite. 


113i .Run it the second time if there are questions, -Then discuss 
again if necessary. . we fhe wt 


12. Did the-film teach? Will people avoid what it said to avoid? 
Will they do what it said do? 


5) 
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Summary of talk presented by Ralph Ce MceVade, Visual Aids 
Specialist, University of Tennessee, Knoxville,. Tenn,,. at 
the Interregional Livestock Production and eS ee 
Conference,’ -June Lo-19; 1953; Knoeyi 11.2; Tenn, . 
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_ RELATION, OF EXTENSION WORKER 
TO ay 
LIVESTOCK PRODUCER » 


In any discussion of the relationship between two Zroups, 
regardless of how closely they maybe affiliated, I think we 
first neéd to look at just what the two groups are which we 
plan to discuss. Just what do we mean’ and what do we think. 
about when we refer to each’ one, 


LIVESTOCK PRODUCER --- in the business of production--for 
profit--in a field in which he can control neither the 
price he pays nor the price he reseives--success depends 
upon his ability to manage and his knowledge of his busi- 
ness, its methods, and their efficient application, 


HXTENSTON WORKER --- in business of obtaining information-- 
analyzing its worth--how to apply ite--and distributing the 
same to the livestock producer, In short, he is a business 
ef SERVICE. 


To fully understand whatIl mean when I refer to the Extension ~ 
worker, let's broaden tthe picture and break it down into com- 
ponent parts. The Extension Service is a part of our Land- 
Grant College system, which to me is composed of three phases 
‘of our discussion:-on relationship, These phases are: 


1. The Gollege -- the animal husbandry department at it 
relates to the livestock producer, which does class- 
room work and study, trains workers, technicians, and 
Specialists, and in general acts in an advisory 
capacity. 


2. The Experiment Stations -- charged with the responsi- 
bility of research, the finding of techniques and : 
methods which are best, most efficient, and most i 
practicable, This is the source of information and 
educational material for classroom Study and training, 
as well as the source for the. extension worker, 


3e The Extension Service -- as its name implies, to extend 
or distribute and disseminate tnformation am findings 
to the inuividual producer. ‘The link between the pro- 
ducer and the researcher, the teacher who gives out the 
HOW, WHEN, WHERE and WHY of findings and developments. 


See Seay 
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These three must be thought of as a Unit or a-Team; one without 
the other to the producer is useless, but working: together they 
playa vital part, 


The problems-of the livestock Broducer are many, The road from 
breeding a cow to getting beefsteak on the table for’ the.con- - 
sumer is rough and treacherous, Breeding, feeding, and market- 
ing are fields within themselves, each with many problems and 
all of which must be faced by the livestock producer, Research 
and study by specialists, devoting full time, is the producer's 
way of meeting the challenge of these problems, a” 


Reséarch in .the past has been devoted largely to the production 
phase; that is breeding, feeding, and related problems, Through 
developments of research we have improved our livestock, Mare 
meat is produced quicker and-more efficiently, -That meat fs of 
a better quality and more nutritious. . we have: learned and are 
applying disease control measures which in themselves may mean 
the difference between profit-and loss to the’. individual pro- 
ducer, Methods of fecding have changed considerably in recent 
years and play an important part in our increased production of 
meat per animal unit, It has been estimated by the american 
Meat Institute that our production per animal unit has increased 
over 20 percent in the past 25 years, I believe this has been 
largely due to research und the application of thit research 

by producers, This increase was speeded.up by the. extension 
worker and’his methods of relaying information from the sclientis 
to the farmer, 


But, let's not forget that the livestock producer must put his 
meat and meat products on.the market before he realizes any 
material advantage from these gains in production, Unless care- 
fulgywane properly cone’, all his! gains.tn produetion can be ’ 
easily lost at the market place, In this field, it scems to me, 
are the important and pressing problems of research which lie 
ahead, Accomplishments have been made, yes, but much remains 

to be done. Livestock producers are looking to the extension 
worker for the answers to many questions,. Some: questions might 
be--What type animals can I sell best? What condition of fat - 
is most profitable for me to produce? Where is my best market? 
Witenrowny? |) ohouldyl sell at auction, terminal market or direct 
to the packer? Should producers market cooperatively? What 

is the possibility of new markets for our products? And many 
others. 


When we recognize that 62 percent of our meat is produced West 
of the Mississippi River anu 69 percent consumed Bast of it; 
that the South ia rapidly changing to livestock farming and 
expects to assume 4 prominent role; and that in the last 5 
years meat consumption per capita has decreased from 163 pounds 
in 1908 to about 145 pounds now, then we see many problems 


wi Gis 


and questions, which must be answered and those answers put 
to use by producers, - Et 


What is the relation of the cxtension worker to the livestock 
producer? . The extension worker is the go-between, the filler 
of the gap, the coordinator between research and the farmers 
itehas been said that 16 takes from Osteo wis years to get 
farmers to apply the findings. of research on a scale sufficient 
to affect production, ‘The’ Extension specialist and. the 
county.agent through infortation, understanding, and coopera- 
tion can shorten. this period of ineffectiveness. To shorten 
this gap takes close relationship between the extension worker 
and the producer, and 2 recognition that the extension worker 
is --- i de 


1- A student -- willing to learn and keep up with current 
research findings and developments--willing to learn 
the problems of the livestock producers--and willing to 
learn how to fit them together, 


és A salesman -- selling himself and his knowledge to 
the farmer in such a way as to gain confidence in 
his teachinge 


3e A teacher -- getting his message across in groups 
or individually by various methods which must be 
quick and effective, 


ie A public relation expert -- obtaining understanding 
and cooperation of the many segments of our cconomy 
and among tne people with whom he works, 


Se Abpublite servant <« Knowing his is a place of service 
dependent upon the producer and his co-operation, 


Bailure to recognize these basic facts can mean failure in 
tne chain of progress for both the worker and the producer-- 
recognize and understand them and the achievements of 
agriculture are unlimited, " 
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LIVESTOCK camel PROCE AMT IN MISSISSIPPL V/ 


‘As Livestock specialists, our chief responsibility, we feel, is to train the 
county worker how to do livestock work, They, in turn, promote livestock 
programs with the people. 


The county workers, in the last analysis, constitute the foundation on which 
the Extension Service functions, They, therefore, are the key people in our 
organization, The agents and the people develop and anchor their programs to 
the farms and communities, Their local programs, taken together, portray. the 
bredth and meaning of State Extension plans and services. Since the county 

' programs embrace the Views of the people, a.fine working relationship exists 

between them and the ‘Service, 


Specialists employ various methods in helping the agents motivate their pro- 
grams and plans, Conferences between the agent and specialist is one of the 
preferred methods because, . in this way, the two individuals become better 
acquainted, Bulletins and circulars dealing with mw actices, methods and 
techniques are an ‘essential service. Such matex “ial should interpret research 
to the ext tent that the agent can use it in a PARADE, action programs. 


The specialist must also help the agent acquire Dracticet tknov--how" to sup=. 
plement his farm experience and college training. Special arrangements must 
be worked out for this type of PRaCtLSS work and this accounts for the fact 
_ that too Little is done. ' 


Specialists’ can also be of help to the agent-in selecting courses‘ for in— 
service training, | This.should tend to increase the agent's basic knowledge 
of farming and livestock production, The practical kinds of animal husbandry 
training mean more for the average agent than formal courses, The agent who 
does livestock work must possess that "know-how to do the job" skill, at he 
commands the farmers! support and respect, 


The new agent, in being oriented, should be advised that his success with : 
livestock programs will depend, to a considerable extent, on the use he makes 
of subject matter materials and services. This is the only way he can get the 
guidance he needs in evaluating and interpreting livestock stituations he 
heats daily. sis 


Beane workers and Extension specialists nearl; hace have the ag gpressive 
backing of their producers and breeders, Also, the’ administrative ,and, super= 
visory staffs are always counted on to back Livestock ‘work at both ‘the Stabe 
and county levels. , sat Ne 


These situations show, we believe, why county agents, as the key group in the 
Extension program, greatly influence the kind of programs we sponsor, 


res 
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The agent vho ‘énjoys the confidence of his people renders a fine service. The 
agent who is well equipped and eager to serve possesses that self-confidence 
required. . The popularity of a. eae) worker is reflected throughout an . 
Extension organization, 


It's mandatory, then, that the agent be given every POBEAD IS opportunity to 
improve his ability to do Extension Livestock work, 


A He AaS 3 jgriculture 


Southern agriculture is- shifting aoanters® but surely to mixed farming. Live— 
stock preduction as a business must share more than ever in the general ec— 
onomy, It is an established fact, therefore, that animal husbandry is a 
major field that must now be given more attention in the overall Extension 
effort. 


Extension work is primarily a teaching.job, The best teacher, we are told, 

is one who, as the result of his training and experience, is able to do hime 
self what he is trying to teach, The county agent, as a teacher, is able to 
inspire and lead in those areas where he is best trained. iany agents ail 
to get basic animal husbandry courses in college, Also, many who did have 
these animal husbandry courses missed the practical aspects in their training. 
But, nearly all agents are called on to do livestock work. 


In livestock fxtension work, a superior type of leadership will be possessed 
usually by those agents meal can (1) throw a calf, (2) dehorn a cow, (3) cas— 
trate a calf, pig or lamb, (4) shear a sheep, (5) mix a good ration from . 
farm gvown feeds, (6) judge, ae or evaluate market classes of cattle, 
hogs and sheep. | 


If he can do these things, he possesses that confidence required when he 
gives help and counsel to his producers, ) 


If he has not been trained to do the practical jobs, his activities will | 
naturally incline to those fields in which he can operate with full confidence, 


As specialists, we are prone to complain about apparent lack of livestock in- 
terest on the part of some agents, Mainly, this is the result of insufficient 
livestock training rather than lack of interest on the part of the agent. 


The specialists's opportunity, therefore, is clear, It is within his province 
to change such situations, It offers a vast opportunity, Practical training 
of this type is indispensable, Then, our bulletins should support the 

agents! program with practical suggestions the agent can use in his daily work. 


Achieving a Program 


Since county livestock programs are built primarily by the local agents and 
the people in the county, the support of Extension programs stems from COM 
mittees and associations which function in each county, Basically, all animal 
husbandry Extension programs revolve around the farming pattern and systems of 
livestock management which the agent and his people must fully understand, 


Various tools are employed in advancing programs, All should be tied to 
getting practical results and greater efficiency in cattle, hog and sheep 
production, 
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The major effort in animal husbandry is to help the farmer to: employ these 
practical methods by which he can increase his Livestock income, a 


The county livestock association is one of the good aids the county, agent can 
use in working with all his livestock groups. . To be fully effective, the 
agent. must help direct these groups along constructive Lines. ' = fe 


The agent, backed by his county association, can get results in feed production 
plans in a county. County—wise programs for pasture, improvement can’ be’ worked 
out. Silage can be given a new emphasis in a cow-calf business and for steer 
feeding. Hay production can be promot.d. Corn and oat production can be tied 
to plans for finishing hogs and steers. 


A*good livestock show canbe made possible in each county if sponsored by: the 
local’ association, It will result in better methods, for improving the live- 
stock of the area, 


County livestock field days can be organized on farms where good practices are 
followed, Livestock judging contests at such events provide high interest and 
are educational. Graded "feeder cattle" sales, where the quality of cattle 
justifies, are useful, Graded lamb pools are a. must to. get the high dollar. 
for sheep producers. § | | eta 


There 4-H livestock work can be maintained on a high level, livestock interest 
is always above average. 


Need Efficiency Now 


Particular emphasis is needed now on ways to reduce Livestock production 
costs. In our state, we are making efforts to improve livestock management 
practices; especially do we try to impress upon new, inexperienced producers 
the importance of practical "knov-how" to be successful, 


We stress the use of more land for pasture, roughage, and grain production to 
support the larger livestock pupulations, All our programs emphasize the 
need to produce a reserve of feed and to avoid overstocking, 


Cattle expansion, evident on all sides wmtil recently, was reflected in many 
new herds, As cattlemen held back their heifer calves to increase their 
herds, we cautioned that feed shortages could upset the price structure, 


Commercial hog production, tied to certain areas and farms, was cut short by 
poor corn production in 1952, 


Sheep numbers increased because more producers held out their ow replacements, 


Further expansion of the Livestock business depends, we counseled, on a 
larger feed production, Livestock numbers are already ahead of the feed supply. 


Livestock improvement was a major theme, The registered cattle, hog and sheep 
enterprises, essential to improvement, continued to expand through 1952, but 
is shrinking now, Animal husbandmen and county agents render assistaice to 
breeders and associations in the placement of registered stock and to stock— 
men in locating needed breeding animals; assist cattle breeders in conducting 
sales of registered cattle, hogs and sheep, 
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We work with producer associations in marketing feeder calves and spring lambs. 
Ve grade feeder calves and market. lambs. and sheep in many. pools. each yeare 


We.emphasize junior livestock work and county and. assistant agents enroll 
large groups of boys in beef cattle, pig and sheep clubs, The members feed 
individual animals or groups of animals, A few conduct demonstrations, with 
herds of cattle and hogs and flocks of sheep they own, 


_ Specialists work with county and assistant agents in many phases of managemert 
involving herds and flocks, steer BASE cattling-and hogging-off corn and 
soybeans. 4 si 
Specialists work with county and assistant agents and producers on programs 
relating to the control of livestock parasites and diseases, emphasizing good 
feeding and.management as a major phase of successful programs. 


Specialists work with county ag Ee and producers in improving livestock 
‘equipment, 


We assist breeders, producers and livestock show and fair directors in con- 
ducting livestock departments at fairs and livestock shows. , ~ 
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a teh RAVE ONG As fa 00k 
THE PLACE OF THE FEZDER CALF AUCTION 
DEMONSTRATION AS AN EDUCATIONAL TECHNIQUE 


PEEDER CALF SALES. AS AN HDUCATIONAL TECHNIQUE 7, 
IN MISSISSIPPI LIVESTOCK PROGRAM - 


Before launching into the main features of this subject, a 

fow remarks on the background of becf cattle in our State will 
possibly be in-order,. -Back:.as late as 1930 most.of our farm 
income was based on row crops, There was at that time , about 
970,000 head of cattle in the State, Census reports January 1, 
1953 indicated approximately 1,900,000 head of all cattle and 
calves, : ddd = 


Along with this quick development many problems naturally arose 
in proper marketing, Auction markets sprung up all over the 
State to about 70 in all. ‘These auctions were not especially 
interested in new methods of marketing even though prices on 
good and choice calves would show sharp decline during the fall 
months of heavy runs,. Demand for our. better calves has in re- 
cent years been very good from the Hastern Corn Belt. Quite a 
few of our best calves from 16 different points have been going 
there in small lots through small feeder buyers patronizing 
auction sales where they are sold one at a time, 


Preferential freight rates, less feed and shrinkage, and dis- 
tance tq: the above territory is highly favorable to ‘our area, 


Efforts on the part of Extension leaders in both production 
and marketing were necessary in furthering special feeder calf 
sales,- where the better calves, could be offered in larger lots 
of. selected quality ani thereby attract the larger’ feeder 
buyerses.. 4.4. he ih shi Pais 


The. sales have demonstrated to both producers and buyers: 


1, That Mississippi is producing calves of, quality and. =. 
_ breeding. | 7 


a That we offir a two-way type of cattle. that will do 
i. Wellin theafeedwloty. soi: er el | 


3, That-plain cattle and calves without quality have 
only one way to. goe . . cea: > Mananes 
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ie That cattle without quality have no place in a feeder 
calf sale, 


PSST AIH seh buyers in well organized calve sales offer 
best prices for only top quality, 


6, That calves under 350 pounés are not in demand 
as feeders. 


fs» That only polled or dehorned cattle have an outlet 
as Feeders, 


8, That bull calves have no place to go except to the 
packer, . 


9, «That by selling top calves for feeders will lighten 
the load for packer consumption and thereby strengthen 
the market for other grades of fat calves, 


10. That only the knife or an elastrator are recognized as 
; sure methods of castration, | 


Tie) slhetrcoad pastures and plenty of feed will pay big 
dividends in the production of quality cattle. 


ae That only good high grade cows and top quality bulls 
Will produce desirable feeder calves, 


THR CALF SALE PROGRAM AS AN EDUCATIONAL WAY FOR 2/ 
ACCOMPLISHMUNTS AND GUIDANCE IN PRODUCTION 


Beef cattle have become an important part of a diversified 
agricultural program in Georgia during recent years, Market- 
ing has been largely concerned with fat slaughter calvés and 
grass fed yearlings. This program has been a logical one in 
the :past as a large percentage of commercial. beef herds were 
graded up from cows of dairy and mixed breeding mated to pure-=- 
bred beef bulls. ‘The average quality of Georgia cattle has 
now been improved to the point where quality feeder calves and 
yearlings are available in sufficient numbers to attract buyers 
from the cattle feeding States. <A»series of six feeder calf 
sales was held in 1952 with gratifying result. ‘Twelve sales 
were scheduled for 1953 covering all sections of the State, 
They will ce held in the short period from August-17 to. 
September 3rd inclusive in order to. enable order buyers to 
conveniently attend several sales with the minimum of time 
involved, 


Zi, Presented by Charles E, Bell, Jro, Livestock Specialist, 
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Although tne ert or of: a more ‘pRerLvanre avis ting program 
-is always of concern to the Extension Service, we feel that 
the greatest justification for Extension participation in this 
program is the educational value derived from, these events. 
We know that the numerous fat steer show-sales held in Georgia 
over the past two decades have been a very important factor in 
arn the improvement in quality of our cattle. We believe 
that feeder calf sales can speed up the. educational progran 
aimed towards improved management practices in addition to better 
breeding, The most effective way to convince a farmer is to 
icreate for him an opportunity to see for himself the difference 
quality makes in his pocketbook. Some of the educational ob- 
jectives we are aiming at are as ee. 
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Gtserrrtim nee eT have gi emanie eaavod that early calves 
make faster and cheaper gains than late spring calves, 
The development.of a successful. winter grazing program 
in Georgia.has: made it practical, to breed for December 
and January calves, #arly calves can be marketed in the 
summer months before the seasonal break in prices which 
usually comes in. eeptember, This is noua sees by 
Scheduling the sales in late EEA 71 


(2) Marketing heavier calves - Too many lightweight calves 
' .. have. been marketed in the paste Since the brood cow 
must be maintained for 12 months -to produce one calf, 

it is essential.to sell as many pounds of calf per cow 

~ ~a8 possible to make it profitable. Heavier’ calves can 
«-. ° be:produced by early calving to take advantage of the 

. most-favorable grazing season with supplemental creep- 
feeding where needed. Feeder sales PUA AS the in- 

ereased returns Enon heavy calves.: 


(3) eee nee Mee eds te ~ Last. year's sales: brought out the 
value of improved breeding very forcibly as there was a 
close’ correlation between quality and. price received, 
Many farmers expressed to me.their realization that 

: improved breeding pays as a me auth of their experience 
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(i) Knowledge of the feeder. grades - Most Georgia farmers are 
fairly familiar with the slaughter grades.as a result 


of the fat cattle shows and weekly’ auction sales, They 
. °’. are not familiar with:feeder grades, We believe that a 
knowledge of feeder grades is important to enable them 
to do a better. job of selection and breeding, All animals 
-in- the feeder sales are graded by official U.S. Graders 
. and market with a paint brand for easy identification, 
Grading contests have been held at a few. sales in which 
the public got a chance to participate. These: contests 
have proven very educational as they were preceeded by 
&@ grading demonstration and discussion, , Another. feature 
which has been helpful is that grading is now being done 
in the arena as the:cattle arrive, which enables the 
audience to observe while seated in comforte. 
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(5) Culling the cow herd - Culling the cow herd goes along 
with the use of good type bulls in producing better 
cattle,-+ -Demonstrations: are being conducted in more and 
‘more of the counties served by these sales. A commer- 
cial herd.is selected by the county agent for the 
demonstration and the. specialist actually”goes thru the 
cows with calves by their side and selects the animals 
to:be retained, The county is responsible for getting 

. the farmers to attend, ; ee . 


(6). Castration and dehorning — Many Georgia farmers still 
. have not learned the value of castration and dehorning,. 
These sales teach this lesson very forcibly. 


(7) Selling in graded lots = Georgia farmers have never 
sold cattle in pooled lots by grade, although grouping 
of hogs for sale by grades with mixed ownership has 

been a long-standing practice, It will take time to 
convince our people the value of this method of calf 
marketing, but it can be done through the medium of 
‘feeder sales, ; a. 


(8) Development of yearlings - Georgia's beef industry will 
of necessity be based.on a grass economy. It is becom- 
ing increasingly apparent that we can profitably grow 
out more of our calves into yearlings for marketing off 
grass, The feeder market offers another outlet for this 
type of cattle. | 


(9) Improved relationship with market operators - The many 
weekly ‘Livestock. auction markets in Georgia have sprung 
up in recent years without my coordinated planning. 
In many cases the operators. who are most independent 
owners have not been too cooperative with Extension 
educational programs, Our feeder sales are held 
jointly by the Extension Service.and the market .opera- 
tors, The Extension specialists handle the‘: National 
and State-wide advertising, coordination cf dates, 
grading service and educational features,  Thesmarket 
operator is responsible for the mechanics of the sale 
and local advertising. Advertising and other expenses 
incurred by the Extension Service is charged to the 
market operators on 4 pro-rata basis. Details of the 
Sales are worked out at a meeting of Extension workers, 
commercial agricultural workers and market operators 
which is held in Mareh prior to the sales season, 


As the program progresses year by year, we expect to tighten 

up on our restrictions. -At the present time, we realize that the 
bulk of our farmers would refuse to cooperate if we forced them 
to return their lower grade calves to their farm, Therefore, we 
permit them to sell these rejects after.the feedér sale is overs 
Fortunately, we have a good outlet for medium and common grade 
stockers. Hducation is a continuous and sometimes slow process, 
but we believe we have a program that will help us reach our 
goal and one that-.fits local conditiona. We must. ever. be. on 
guard against letting the mechanics of the sale crowd out time 
for the educational features, 
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“DEMONSTRATION | OF A WAY a ae FEDER - carmiz 2/ 


Mid 
i ae a 


Gentlemen, we in North Carolina are fairly new in the feeder 
calf marketing business, We do have some sales that have been 
Operating for eight to ten years, but:we:have operated our 
Sales on 2 State-wide co-ordinated basis for only one years 
Since we are new’in this ‘project; it may be that some. of my 
figures and observations will not apply to many States present. 


In presenting out}. views on this sub ject, I am going to use 
some figurés from ‘our own’feeder calf sdles a from a live- 
stock marke ting survey coHeus ad. ain our State in 1950=51 by 
Dr». .Walter P, wD RO Ge Adan overcame 


As the first step in considering the Pace of a Pyare! calf 
Sale as a demonstration in a way” of marketing feeder cattle, 
let's look at all the different ways of marketing available 
to a farmer e rn* North Carohina we found in 1950 that: 


eee percent or ‘the feoder's were , sola through the tonal 
auction barn 


32,0 K a ) 4 " direct from producer 
 p3 phy dete kt Bee 3h Dae te . ‘to feeder 
12,0 W " iu i | WS eeeo countrar tnuelk 
buyers 
3169 ae ee eae! Boles. by igthen methods 


Of the other methods, I would estimate that less than one 
percent were shipped to,terminal.markets and the: rest sold 
through feeder calf sales, Our feeder sale percentage has 
increased since 19506 te Sieh 


ef. tee Are Ee, Been tae. Ways op marketing feeiér cattle, 
what’can‘we demonstrate.in the feeder calf sales that.is not 
demonstrated in the other.ways of marketing feeders, and that 
would have educational value? There are many things we could 
list but I am going.to limit myself to..three,main Potmve that 
b: saree we can, OP A ea 


ibe Value of Grading+ AE the top of the list I am'going 

i ‘tOuLL Ss Geena. ie <))' iss oa own state the feeder calf 
sales are. the only.place where feeder cattle.are 
graded and sold by grade. I believe that our sales 
are an outstanding example of the value of grading 
feeder cattle, or any cattle for that matter, 


I am not sure if our Division of’ Markets praders ‘do 
an,outstanding job, or if our buyers know sd6 little 
about cattle that they rely on the | graders! 


Presented by A, Ve Allen, Extension Animal Husbandry 
Specialist, North Carolina State College, Raleigh, -N.C., 
at the Interregional Livestock Production and Marketing 
Conference, June 15 - 19; we ek Knoxville, Tenns 


judgmente 


=e 


At any rate, our calves sell by grade as is il- 


lustrated here in two examples of our 1952 sales--one a 


small sale, and the other our largest sale, Let's look 
first at the pean Sale, 
Sa ent ong Feeder Calf “Sale "y 
1952 
; ‘Ay G Av ° AV © ; 
Grade’ & Sex No, Wte CwB o Head Difference 
Fancy steers 2 N30 ERO aly 166, Benn 
Choice edt ioe Ng 32.03 Toes o3 “1,02 
Good . 43 — 452 Pall ele ace 
Me diun : eS ““ "2339 Y tO bees ee lac 
Total GE 150 $27.92 25ee5 
Fancy heifers ee ; ee == 
Choice Ne 132 438,18 $166) eed 
Good A 9 382 36.15 3130502 -28,13 
Medium nt O° 300 | 31,89 aye ae 223,03 
Total " 3 6 311¢0 SB | 
Total .sale at 133 $29.08 oT BF ie 


At West Jefferson, our largest 
again sold by grades, 


and oldest sale, the calves 


West Jefferson Feeder Calf Sale 


One 
oe AV s | AVs5 AVo 
Grade «& Sex Now Wte Cllte Head Difference 
Fancy steers 19 Whé © $30.08 $139.53 Os 
Choice Vyas bea Tol bs sel be ge -22,61 
Good 2 190 126 26sl12 ML 6 3a -~ 5,60 
Medium " 109 399 ecare 90. 3 -20,59 
Total " beg 2225.9) lle. “ 
Fancy heifers ek 27 ° 35,66 LEE ZO 
Choice 106 ho2 31. 20 125eeL-s m26eh9 . 
Good W LO feels 2Sagn. “206607. -19.20 
Medium u 13 399 oe Ciao -18,97. 
Totbak i 309 3: B26 PLLOZ2 
Mixed aries baie 613 ea 118,67 
Total sale 910. heb 


$26.25 $111.36 


What is the importance of a demonstration on selling by 
grades? To me, one of the most important points is that 
it places emphasis on quality production, Under such a 
system of selling, the person doing ced best Oe 
job gets the most moneys 


_ Also, of importance is the education of the yaks: as to 
exactly what kind of animal makes.up the various erades-- 
giving him a much clearer picture of market reports and 

thus evaluating his own animals. 


Co 


ey 4), 


One difficult 1téem to.’ get across to the general. nlite: 


including the farmer, is the fact that all livestock 


Sells by grade-=all livestock buyers. evaluate the 
animals they are to purchise in terms of grades and 
buy accordingly. fhis was emphasized in Dr. Cotton's 
marketing: study in.1951, All cattle .on 1, auction. 
markéts' were’ eraded by Division of Markets graders for 


a: two-week period in the spring and a similar period 
-in‘the fall. The cattle were not marked and the. grade 


was not designated in any way, but let's look at the way 
veal calves sold during. this periods . . 


Price of Veal. Calves 


’. Prime $38.2. 
eCROLGe Sb eelp, 
ieee crsrekele 33029 
du meOONINs - ee OF 
Utility 29223 
ofvinla 29205 


Since ‘the’ buyer a going to buy according | to grade any- 
how, I feel that our feeder calf sales are .a valuable. 


educational demonstration in tnat the. grading is done 


by a neutral impartial grader, The animal is. marked . 


with his grace so that all producers. and buyers may- 


see the grade mark and gute se res ach, anvaccurate appraisal 
of the animal's value. at, 


Value of Grouping; In using veal calves for this last 
RWAUEErAt LON y iL had a dual purpose in mind... I. want to. 
refer to these figures again in discussing the. second 
important cducational feature demonstrated by the 


feeder calf sale way of marke ting cattler-and that is 


“the value of selling cattle by groups rather than. 


individuals, 


We have about sixty livestock auction markets in North 
Carolina, and there are no official. graders:at- either of 
the markets; 99 percent of all cattle are sold one at a 


time, The only attempt at grouping is by consignor,.. 


rather than grade. There is one excéeption:to this--in 


“the case of vaal calves at one auction market the veals 


are ‘graded by an employee of the market and the calves 
sold'by pens.. This was one of ‘the lh ‘markets included 
in Drs Cottonts survey and the figures from this .market 
are included in the above averages. When the prices 
per grade of this auction are compared with .the rest of 
the State, they consistently average d.a-good 2 cents 
per pound above the other auctions. At least ae of 


| this, i fecl, is due to eee in a.groupe 


The farmer benefits because lis animals of ‘the same: 
weight, sex, and grade séll within ‘a narrow price,,range. 


“and leaves him with a clear picture. of the, market value. 


ob His animals. To. quote directly from DY»: ‘Cotton's ; 
study he states: : 
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"Average price differentials by grades at auctions which sold 
animals on an individual basis tended to-be off-set by a wide 
variation in prices paid for individual animals in the same 
weight, grade, and sex groupe!" 


I do not have any figures from our feeder calf sales to back 
up this point, but it ts my honest opinion that it calves 
“bought as club calves were eliminated from consideration the 
remaining calves sold in groups would average more than those 
sold as singles, | 


I hesitate to mention this third educational point that I feel 
we can demonstrate in our feeder calf sales, In mentioning it 
I am going to admit in advance that I personally am no shining 
example as proof of the pointe However, I do think all of us 
should use the feeder calf method-.of selling calves as a 
demonstration in conservation of livestock, I note that it is 
estimated that 66 percent of the losses are as a result of 
crowding and 10 percent from the use of caneSsa 


In North Carolina we are sponsoring livestock conservation con- 
tests for our l-H Club members; and since we also cosponsor the 
feeder calf sales, I feel that we should be consistent and 
practice some conservation ourselves, I.am referring to such 
things as using slaps instead of canes to pen the calves, hav- 
ing feed and water available in all pens, seeing that pens are 
clean and well-bedded, and having enough space to prevent over-~ 
crowding of the calves, It is admitted that this last point 
will take some time to accomplish, but I feel we should work 
toward it. 


I'may have missed entirely the points the program committee has 
in mind when, they assigned us this high-sounding title, What I 
have concentrated on have been three points. I think our 
feeder calf sales demonstrate that they have educational value 
as a way of marketing cattle, They have been: 


1. Value of grading + places emphasis on quality, enables 
the farmer to evaluate his own ee better understand 
market po ONEe. . 


eo selling by groups - edvine offered in uniform lots of the 
same size,’ grade, sex and breed are more attractive to 
the buyer and will result in the farmers! calves of the 
same weight, grade, and sex selling in a narrow price 
range, giving him a clear picture of the value of his 
calves, . 


3, Feeder calf sales should deacneerane livestock conserva=- 
aoe practices, 


Many more points could be mentioned that are equal in import- 
ance to the ones I have listed, In North Carolina most of our 
roe are fairly new, and we still have a lot of educational 

ork to do on marketing cattle, I feel that our feeder calf 
sau have been an excellent demonstration of the best way of 
selling feeder calves, 
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SUMMARY OF PANEL ON 


THE PLACE OF THE PEEDER CALF AUCTION fy TRATION 


AS AN EDUCATIONAL TECHNIG E 


I, How Mississippi organizes calf sales to make best use of 
them as an educational technique: 


pes 


IIls 


1s 


ae 


3e 


The 


Determine the areas in which calf sales are needed both 
from calf numbers and better marketing facilities. 


Meeting of cattle producers, professional workers, lend- 
ing agencies, business people and others to explain how 
feeder calf producers can organize to better their 

marke ting program. 


Setting up of calf sale committee which will actually do 
the organizing, planning and making of rules, regulations 
and managing of the sale under the guidance of the 
Bxtension Servicéa 


calf sale program:as an educational way for accomplish- 


ments and guidance in productions 


le 


ae 
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The 
and 


le 


Ce 


Selling on a graded basis makes a foundation for a good 
sound culling program and convinces farmers of the need 
for a continuous herd improvement. 


Pays farmers on a basis of what he has produced con- 
sequently shows the importance of a good feed and manage- 
ment programs 


The addition of new rules and regulations influences 
the continued improvement of the cattle production in 
the area, 


mechanics of the calf sale as an educational technique 
summary: 


Farmers, livestock market operators, and extension 
personnel can work together on a marketing program if 
well coordinated anda everyone understands what the 


program is attempting to accomplish. Also understand 


that the other fellows problems are big in his 
estimation, 


Field selection prior to the sale insures the right 
kind of calves are offered to help the farmer in his 
culling program, 


Presented by K. C. Williamson, Assoc, Extension Animal 
Husbandman, Virginia Polytechnic Institute, Blacksburg, Vae, 


at 


the Interregional Livestock Production and Marketing 


Conference, June 15-19, 1953, Knoxville, Tenn, 
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Grading should be strict and right but explained to 
the owner in an attitude of friendliness and helpful- 
nesSe : ae 

Calves are delivered the day prior to the sale: 

(a) Gives time to get calves penned correctly. 


(b) Gives buyers an opportunity to look over offering. 


(c) Producers can compare the grades of calves ary 
Groupse 


-Eejects - By sending calves that don't grade medium 


are better home; owners are embarrased and make plans 
for remeding the production of such calvese 


Selling - Make sure the top grade pens have enough 
calves to sell good and consequently will show 4 spread 
in price between the grades, 


Make plans prior to sale carefully and in detail to 
insure a smooth operating, successful sale, Hxtenston 
Agents should not get so involved in the mechanics of 
the sale that they forget the educational opportunities 
and values. | ¢* 
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_ THE FAHI™RS' STAKE IN LIVESTOCK NARKETING PRA TICES Y 
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I have been asked to discuss on your afternoon program “The Farmers! Stake in 
Livestock Marketing Practices." Inasmuch as my experience in livestock market— 
ing has been largely in connection with enforcement of the provisions of the 
Packers and Stogkyards Act, my. comments this afternoon on the topic assigned 
me will be based primarily upon ‘that ‘experience, There are probably many 
present here today who have ‘little, if my, knowledge of the Packers and 
Stockyards Act. Before I begin a discussion of the topic you. have assigned 

me, I think it might be well to give you a Shae brief summary of the ob- 
jectives of the Act. : 


The Packers and Stodiyards: ‘Rot is one of the older regulatory statutes, 
having been passed by Congress in 1921. In substance, the Act places re- 
sponsibility in the Secretary of Agriculture to” so regulate the public live- 
stock markets of the country as to assure producers that their livestock 
will be sold under open competitive conditions, that the facilities and ser— 
vices provided both by stockyard companies and selling agencies will be 
adequate and reasonable, that the yardage, commission, feed and other charges 
assessed producers are fair and non-discriminatory, and that stockyard com- 
“panies, commission firms, dealers, and packers subject to the Act will not 
engage in practices detrimental to the interests of livestock producers and 
other market patrons. At the present time there are 330 stockyards posted 
under the Act, 70 of these being terminal stockyards such as those operating 
at Chicago and other large Livestock marketing centers and the remainder are 
livestock auction markets, There are approximately 2300 commission firms 
registered to provide selling and buying services on an agency basis at 
these MATKEES and avout 2800 dealers registered to purchase and sell live- 
' stock for their own accounts, These registrants are bonded under authority 
of the Act in an amount totaling more than 44 million dollars to assure per- 
formance of their financial obligations, It is interesting to note that, 
while shippers to markets not supervised under the Act have lost many 
thousands of dollars due to defaults of their’ ‘selling agencies, no consignor 
patronizing a market posted under the Act has lost a collar of his proceeds 
from such cause over a period of many years. ’ 


There are approximately g00 Séales being operated at markets ‘pasted under 

the Act. These scales, which we consider as key facilities, are required to 
be installed, maintained, tested, and inspected so as to assure their ability 
to give accurate weichts, Fifteen hundred packers conduct their operations 
in such manner as to make them subject to the provisions of the Act, In ad 
dition to the stockyard scales mentioned above, packers subject to the Act 
operate approximately 1200 scales over which they purchase livestock, As 

-to such scales, we apply approximately the same standards we apply to public 
market scales. 


The language of. the Packers and Stoekyards Act giving the Secretary authority 
to regulate the practices of the livestock marketing and meat packing in- 
dustries is in general terms. The Act does not spell out the type of 
practices which constitute violations of the Act -——- it’ leaves that determina-— 
tion to the judgment of the Secretary. You have. given me a very broad sub— 
Sah to discuss: here this afternoon and I would like to, cover “it fully and 


\ 


Presented by lM. i Cook, Chief of the Packers ane S “odkyards Division, 
Livestock Branch, PLM Ay, at the Interregional | i4vestock Production and 
Marketing Conference, June 15 = 19, 1953, Knoxville, Tenn. 
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make my discussion as inform:tive as possible, To best accomplish these re- 


~* sults, I think I should discuss various marketing practices we have en- 


‘countered in administering the Act by groups or classes: 


‘ale a would put in the first classification those marketing practices which have 


the effect of eliminating, restricting, or limiting competitive bidding be- 
tween buyers of producers! livestock, because I believe that such practices, 
overall, are most injurious to the interests of livestock producers. Mapy 
producers, and some livestock commission men, fail to appreciate the importance 
of competition in establishing fair market values for ‘Livestock, I can sssure 
you that dealers, packers, and other buyers do not underestimate the part 
competition plays in determining market prices. ‘The regular channeling of 
livestock to one dominant dealer or packer. buyer without offering it on the 
“open market, purchase commitments by packer buyers to markét speculators * 
prior to the speculators having bought the livestock, agreements between 
salesmen and buyers to withhold livestock from competition end price it at 

the day's quotations, or "sales on the cuff" as they are known in the trade, 
speculation in consigned livestock by commission firm or auction market per- 
sonnel, consistent filling of orders out of consignments, connivance between 
buyers particularly at auctions to limit. bidding on livestock and later 
splitting of the purchases, auction sales continuing into the late hours of 
the night after much of the buying. support has left, turn systems allotting 
buyers regularly rotated op»ortunities to bid — all these practices Limit 

or restrict to some extent open competitive bidding and have been held to be 
violations of the Packers and Stockyards Act and, whenever evidence has been 
developed that they existed, appropriate corrective actions have been taken. 


Another classification would include those marketing practices which have 

the effect of depriving producers of adequate marketing facilities or reason- 
able stockyard or selling services. These practices frequently result in 

actual injury to, or loss of, livestock, Practies of this type are not con- 
fined to the. public markets; they include failure of truckers when loading 
Livestock at the farms to properly clip brand or otherwise mark livestock 

of different ownership so it may be properly identified when it reaches the 

point of destination,: If livestock is not properly marked on loading, when 

it reaches the market mixes and delays in handling may occur, This classi- 
fication also ineludes failure of truckers to. properly partition livestock ~ 
being hauled to market with resulting losses to shippers from injuries and 
bruises, failure to provide sufficient unloading facilities to permit reason- 
ably prompt unloading, delay in feeding at the market, delays in weighing, 
etc. All these practices increase shrink and lessen the returns producers 
receive for their’ Livestock. 


The third classification covers those marketing practices which burden 

the marketing system with needless or unnecessary expenses, widening un- 
necessarily the margin between what the producer receives for his livestock 
and what consumers pay for meats and meat food products, The channeling of 
stocker and feeder cattle and slaughter livestock regularly from selling 
agencies through market sréculators to the ultimate buyers at increased prices 
and weights, excessive filling of livestock by market’ speculators before it 

is resold to packers, imposing services and fees on livestock marketed not 
requested by consignors and serving no. worthwhile purpose, all these increase 
marketing costs and widen the margin between the returns of producers and what 
the consumer pays for meats and meat food products, 


4 
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Another classification concerns the competitive practices engaged in by 
unscrupulous operators in taking business away from members of the trade who 
conduct their operations legitimately, At first glance, onemight conciude 
*Soh such practices would have little, if any, effect upon the return the | 
producer receives for his livestock, However, such competitive practices 

on the part of selling agencies as bribing truckers to deliver consignors! 
loads to their firms rather than to ‘a competing firm, unfair advertising by © 
- an unscrupulous operator which tends to deprive legitimate operators of 
needed: volume, all’such practices increase marketing costs and lessen the 
possibility that producers and other market patrons will receive the caliber 
of selling and buying services to which they are entitled. it is desirable 
from the standpoint of the procucer that the rates assessed by commission 
firms for selling livestock, or buying it, be uniform for all agencies at a 
market, “here this nondl cian exists, every agency is put on equal footing 
insofar as rates is concerned, rate-cutting is eliminated as a business— 
getting factor, and each firm is required to compete against others for busi- 
ness on the basis of the quality of the services it St provide. Under the 
Packers and Stockyards Act it is the responsibility of the Secretary to de- 
termine reasonable rates to be charged by selling and buying agencies and to 
prescribe such rates, Thereafter, they must be charged uniformly by all 
agencies at a-market, Livestock producers and other patrons of markets posted 
under the Act pay annually in yardage and commission charges approximately 
374,000,000 to posted stockyards and comnission firms registered under the | 
Act. tt is the Secretary's responsibility to assure that these charges are 
reasonable. The everage cost of marketing cattle at markets posted under the 
“ Act would be, for both yardage and comission, about 2,00 per head. These 
charges, I believe, compare very favorably with the charges assessed in the 
handling of other farm products, 


There are certain marketing practices, sometimes extremely detrimental to 
the interests. of livestock proaucers generally, in which some producers 

may themselves engage, These practices have the effect of subjecting pro- 
ducers to unnecessary risks, either of loss of their livestock.or the 
proceeds of their sales, Some producers, as will some of their selling agen- 
cies, will take the risks incident to selling livestock to a buyer of un~ 
known reputation, or one of known questioned integrity, because such a buyer 
may offer 15¢ to 25¢ per cwt, more than the bids made by reputable buyers, 
Certain members of the industry, particularly dealers, sell to certain packers 
and other buyers of questionable financial stamding, but they do so knowing 
the risks involved and usually make allowances for such calculated risks in 
' the prices. charged. Such a method of proceeding in making sales of live- 
stock may be satisfactory for experienced livestock traders but it is not 
‘a wise policy: for producers to follow. In the long run, producers will fare 
best if they deal. only with buyers who have established a reputation for in- 
tegrity. Other producers will consign their livestock knowingly to’ selling 
agencies of questionable reputation, agencies which are not bonded to assure 
-protection of the shippers’ proceeds of sales.or which are not. required to 
“answer to my regulatory agency if they engage in unfair practices, Any 
man has the right to sell his livestock to whomever. he chooses, under such 
conditions and by such methods as he chooses, so long as in so doing he does 
not violate the law, Does it make sense, however, for a producer to spend 

a great deal of time, effort, and money developing the kind of livestock he 
believes will bring him the greatest return and then risk his entire invest— 
ment by selling to a buyer of questionable financial standing or entrusting 
its sale to an agency of questionable integrity? 


ao 8 


Now I come to the last type of marketing practices I intend to discuss, 
Practices which fall in this classification are those which receive the most 
attention from Livestock producers: and, too often, from students.of Livestock 
marketing. They are given the most publicity, yet, overall, they are prob- 
ably less detrimental to the interests of livestock Praise than many of 
the practices I have previously discussed. These practices involve dishonesty 
or fraud, such as switching of livestock, theft of Livestock, comnivance be— 
tween commission firth salesmen and puyers, bribing of weightmasters for 
favored weis gehts, embezzlement by selling agency employees of shippers! pro- 
ceeds, thefts of shippers! feed, and many other practices of similar character. 
_ Someone has said that "0 Sverybody is agin sin" and that is generally true. We 
have no diff iculty in obtaining the cooperation of all rightminded people in 
the industry. in eliminating from the public markets fraudulent md dishonest 
practices such as those I have named, At the worst, only a very small per— ‘ 
centage of the men in the livestock industry engage in such practices, ith 

the cooperation of industry leaders those few individuals, who will not ob- 
serve the high code of ethics observed by the majority, can be eliminated from 
_ our livestock markets, One of the difficulties we encounter in obtaining ef- 

fective enforcement of the trade practice’ provisions of the Act arises from 

the lack of apparent interest on the part of many producers, and producers! 
organizations, in those practices which: may not be openly fraudulent or dis— 
honest but which, through the Suto Ae of competition, | deprive producers: of 

_full returns on their Livestock, “e experience no difficulty in interesting 
. industry leaders, trade organizations, and producers! groups, in SBSL su MIE us 
- in cleaning up. bad weighing and comparable dishonest practices, ‘e do, some— 

times encounter considerable opposition from trade organizations when we ate 

tenpt, to eliminate from the marketing system such practices as maintaining 

regular turn systems for buyers in siadine, or the channeling of all stocker~ 

feeder cattle through market dealers, This is not so surprising, because it 

can 3e expected that members of the trade, who have sometimes lived with such 
practices for years, are no longer able to judge the effect’ it has on the 

market. with complete impartiality, it is surprising, however, and somewhat 
disappointing, when we are attempting to eliminate market practices ‘equally 
_as damaging to, producers! interests as bad weighing, to have producers appear 

along with. market interests supporting the maintenance of the status | quo. 
ithe. great majority of the men in the livestock marketing industry are men of 
integrity but producers should recognize, in dealing with them, that some— I 
| times they are not in a position to look at market problems ‘as fotua eeeacaah 

as is necessary to ‘separate ane bad practices from the good, 


‘The. owners of the 330 stockyards posted under the Packers and Ssockyards Act 
have an investment of more than 120 million dollars in the facilities they 
have devotéd to the public use, to the service of livestock producers, That 


ie is a sizeeble stake that the stockyard owners have in the public: marketing 


system, The stake of livestock producers in the public markets and the prac— 

. tices engaged in ‘at such markets is, in my judgment, even greater, Unless 
public markets are kept reasonably free from unfair practices, and trading at 
such markets is maintained on an open competitive basis, they cannot fully 

serve the purpose for which the public marketing system was created and; in 

my judgment, was subjected to Federal regulation — that is, to serve as the 

mechanism through which fair values for procucerst livestock can be establishd, © 
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PANEL 
ON : 
STATE LIVESTOCK MARKETING PROBLEMS 


MAJOR PROBLEMS IN CATTLE MARKETING IN THE NORTHEAST L/ ; 


The major problem in marketing cattle in the ‘Northeast is how to 
market as beef--an animal that up until the time of marketing 
had been used to produce milk, That is thé major livestock 
marketing problem throughout the Northeast but I assume that 
this conference ig not primarily interested in the marketing of 
cull dairy cows, Restricting the marketing of beef cattle » 
narrows the problem down considerably. Rather’ than having large 
numbers to deal with we find that in most Northeastern States 
the problem is how to deal with a small number of cattle and how 
to market them effectively. In most Northeastern States beef 
cattle numbers are small, when compared with the States of the 
Midwest. Beef cattle producers are’ scattered through: ut the 
State. In most areas, there is no heavy concentration around 
any one marketing point, .Ina situation Like this a different 
type of marketing program has to be designed to fit the needs 
of the producers. In many States this’ has led -to the establish- 
ment of special feeder calf sales, fat stock shows, and breed 
‘.gales. However, these do not answer the day to day marketing 
‘problems of many producers, In order to secure satisfactory . 
prices and te build up a good buyer demand: beef cattle have to 
be available weekly at market outlets in sufficient volume to 
attract a large number of buyers, Tans 


In New York for instance we now have only one auction market 
where enough cattle are coming in every week to attract any. 
"number of buyers, Progress is. being made in one other auction 
market, Satisfactory prices cannot be obtained until. volume is 
built up to the point that a large number of buyers will regu- 
larly participate, in the buying of cattle. ane 


In order to effectively market small lots of cattle scattered 
about any one State there appears to be a need for more cattle- 
men's associations with some direct connection with present 
livestock marketing outlets. Using an example from New York 
State, I might cite how this system might work, Three years ago 
a group of New York livestock men formed the New York State Beef 
Cattlemen's Associations. With dues of $1.00 tuis association 
has grown to. about 350 paying members. Rather than setting up 
new facilities for marketing, this group decided to go along with 
the present, auctions.and terminal markets. Had this group of 
beef cattlemen Jecided to stop at this point probably very little 
would have been accomplished, However, the beef c ttle market- 
ing specialist of. the Buffalo Producers was hired half-time by 


1/ Presented by Wendell Earle, Agricultural Economist, Cornell 
University, Ithaca, N.Y., at the Interregional Livestock 
Production and Marketing Conference, June 15-19, 1953, 
Knoxville, Tennys 


the Empire Livestock iiarketing- Coop. with the assistance of 
this marketing specialist members of the beef cattle associa- 
tion can now obtain assistance in marketing.small lots of 
cattle. Here's how the system works: A call to Bob Martin 
indicating that,15 or 20 head will be available puts him on 

the job of finding the’ best possible outlet for, these. steer, 

He may indicate that there will be a good group of buyers at 
‘one’ of our auction markets or he may make a direct sale to a 
packer or butchers In this way,: the cattle.are. not dumped on 
an auction or on-a terminal market without some advanced: warn- 
ing and without some preparation OR ‘the sale’ of the cattle ako 
a Miler Soh ie marke t Se jae PAP te 
This type of: marke tine appears to be: one.. that’ could be diegen ccee 
to'a greater. extent in the Northeaste. Further. work’ needs to be 
“done with our present ‘system of auction markets. in order that. 
greater volumes. of cattle can be Heb her Dee ine, attract a URE 
number. of. DUYSRS es: wane e\ ; ae ab @ 


One. other problem. that a. ree eine aby ‘abtention of Tivestone 
marketing specialists in most Northeastern States is the type 
of finish that producers are: ‘putting on. their. cattle. : hE rps BF 


“ hard for many. producers to seé! why they don't get the top’ price 


for. prime cattle as reported on: the Chicago market. JI think 
it is the: job of: extension’ specialists. throughout. the Northeast 
to.\potnt out to our producers that they probably shouldn't aim 
for the prime. grade. On most farms,:the pragram should be built 
around .a- good roughage programs. where. homegrown grain: is avail- 
able a short fattening period is ‘desirable, - Therefore, our: 
Pe ae should be looking at ‘the. price of good | and - ohoven a 
ttle in most cases.e On some farms there may be enough: #rain 
Soin soba ‘SO. that a longer elie pa, perigee in. aA. dry Lot ioe 
bes desirable. . tng ais as sa Tere 


With: our. ‘large urban’ Dentete of: consumers within easy rénon’ of 
most producers in the Northeastern States,. some men can develop 
specialized market outlets for their cattle. One large New: York 
livestock farm, puts all of its cattle, hogs, and sheep through a 


> petal -ontlete: This opportunity is available in many areas of 


the Northeast... It doesn't represent an outlet for large numbers 
as cattle but is one that can “be utilized by many Prose oe 


A minor inaniea tine problem, hina i ‘Bonie suppose States other 
‘than New York have to contend with, is the bonding of auction 
markets, At the present time, a market has. only to post a bond 
amounting to $10,000 before it can-start buying cattle, A good 
“market day at one of the auctions will amount to $125,000. -:It 
-{s. easy to see how: little protection that this system offers to 
our New York State cattlemen. By the same token, people that 
buy at auction markets do not have to produce any financial 
statement or produce any bond, . To: the honest market operator 
this represents a real hazard and one which he has to fate every 
market day.” Some of our market men can report some very sad 
experiences that. ones have had with ee that: could noe be 
RR ee 
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SOME BASIC PROXLEMS IN LIVESTOCK MARKSTING IN NAST 2/ 
AND SOUTH AS COMPARED “ITH PROBL™S IM TH® CORN BELT 
AND RiNGE AREAS 


“The subject assigned to me is.a broad one, I'm not sure I know exactly 
what the program committee had in mind when they assigned me the topic. 
But I will attempt to discuss some of the problems in livestock mar-— 
keting as I see them, . Problems both old and new are constantly plaguing 
the livestock industry. Even in the old established livestock producing 
areas the problems in Livestock marketing require constant attention and 
research, In new production areas problems are on every side. 


The livestock industry seems beset with all kinds of problems these days — 
new diseases, old diseases, drought, lack of feed, marketing expenses, 
transportation, buying and selling, but the one that affects everyone is 
prices. The decline in prices, especially of cattle, has scarred many in- 
dividual producers and jolted the entire cattle industry. I know that 

it has had a crippling effect upon the cattle’ producers in your area for 
3t is one in which most of the expansion has occurred in the last ten 
years, The build-up of herds has been an expensive process without suf- 
ficient time for many people to reap the rewards of the high market be- 
fore the bad bread in 1952. 


Changes have almost eliminated some of the important livestock markets 
of yesterday and seriously affected large terminal or central livestock 
markets, All of these changes have brought accompanying problems. 


The auction method of selling livestock near the farn, continues to grow 
in all areas. Auctions have brought problems which would require hours 
to discuss yet they serve a definite need in the overall pattern of live- 
stock marketing, There are other types of livestock marketing, such as 
concentration points and direct to packer marketing which present def- 
inite problems and still are of importance to any livestock marketing 
program. ' on: 


Production in East and South: 


Production can not be divorced from marketing and some of the problems 
must be considered together, The Corn Belt and range areas have had long 
years of experience in Livestock production and have licked many of the 
problems which bother the newer livestock production areas. 


In my thinking the East and the South has many advantages over the Corn 
Belt and range areas in production. The prices of land are lower in 
most cases, and frequently the carrying capacity is greater, You are 


. s 


nearer to the centers of consumption with a market for more livestock than 


a pe aT 
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you produce at your door,» You have adequate rainfall to produce aia and 
cheap roughage, Mild weather in the South furnishes grazing on almost a 
year round basis, with Less capital investment required for building to 


protech livestock from the weather, You immediately ask when I say adequate 
rainfall, what about the drought of 1952? That is a problem which can best 
be overcome by a. build-up. of adequate surplus feed supplies of forage crops ~ 
and other roughages stored as ensilage or hay.. Suvplies of ‘surplus feed 
would enable farmers to. take care.of their livestock. production without 
having to liquidate when droughts come, .The adequate rainfall feature does 
provide the necessary water. to fill wells, ponds, lakes, and streams which 
can furnish aes a necessity in any. livestock production program. 


Quality of ‘Cattle 


I hear a 16 about be shenietile tov Reta cattle that pale prime and choice 
in these areas, . The Corn Belt can and does produce these grades in large 
numbers, .Tiueir problem is not as great as yours in that they produce feeds 
in abundance which are.used to put finish on livestock, You may need to im- 
prove your cattle if. your main, market goal:is- to furnish fancy feeders for 
Corn Belt feedlots, .But I know from experience that some of the most suc— 
cessful cattlemen have. not produced choice and fancy cattle. First you must 
determine the type cattle needed for your market outlets, I feel that you 
may be able to produce some gcod beef beyond the calf stage by using many 
forms of roughages and crop resideues which researchers are discovering have 
high food value when proverly. hmdled and prevared at the farm. True all of 
these cattle won't be top grade but you may..be surprised at the margins 
realized when, compared with cattle of higher-quality, All of us prefer te 
see purebred cattle grazing belly—deeo in sood pasture and eating at a 
trough full of corn and the vest sundplements but you'had better. be a million 
aire for this type of production.. This doesn't mean that you. can continue 
with scrub animals for you should strive to improve your cattle at all: times 
by using improved breeding stock, especially herd sires. Changes in farming 
may even give your area more of the high carbohydrate feeds in the future 
which can be used te.put more finish on cattle. 1 have seen’ good beef car- 
cases coming from grass fat cattle and I'm sure that you can continue te 
improve your cattle, In the past the South may have been a dumping cround 
for packers to dispose of low grade meat but with the economic changes and 
greater industrialization, the demand for better meat will increase. You 
are in a position to capitalize.on this market, ; 


Market Facilities .and Practices 


The problems here are about the same country wide. The Corn Belt has ad 
vantages of the established terminal markets which are now having their om 
special problems. These have tended to minimize some problems which face 
the newer areas of livestock production, Auctions, concentration yards and 
direct marketing are on the increase everywhere, Some are good — some bad — 
some of the present problems were not anticipated a few years ago, 


There has been lots written and said about Southern auctions so I'm only 
commenting on problems that affect all of the smaller type markets in general. 
Only a few States have adequate laws and.regulations covering weighing, sani- 
tation and adequate bonding. 
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Honest weighing of livestock is a prerequisite to a cood livestock market. 
How to get honest weights is.a problem at every market. Stockyards under 
the jurisdiction of the Packers and Stockyards Administration: are constantly 
supervised to check the scales and weighing, : “ven here however bad weighing 
practices are uncovered from time to time, But many non—-supervised markets 
are ‘using scales that are in bad repair. You couldn't get accurate weights 
even if the scales were honestly operated, At some places you see scales 
balanced with odd size weights, bolts, nuts and nails, This makes accurate 
weighing doubtful., There are too many means of weighing dishonestly without 
all of the bad -features anyone ‘is able to see, Short weights may “benefit 
the buyer but. Le plays havoc with the Livestock producer who needs every 
dollar, re . Si | 


Proper weighing is of such importance in the determination of livestock 
values that it should not be intrusted to the buyer or to the seller or to 
their employees. If a satisfactory system can be developed all livestock 
weighing should be done by impartial, bonded’ weighmasters, licensed and paid 
by each State, This could be accomplished through a State weighing law and 
finamced by a slight charge per draft weighed. Minnesota has had a State 
weighing law for nearly 30 years that has worked successfully, There'll be 
opposition to any weighing law livestock producers try to get enacted. You 
can bet your money on it. 


SAN TTATION 


Good sanitary practices need’to be stressed-at all markets. There seems’ to 
be constant outbreaks of diseases, many of which are carried from markets 
to farm with a continuous spread across the country. “here disease breaks 
out farmers are the principal losers. Close supervision is necessary to’ 
‘keep markets clean and disease free, Many markets are now supervised by 

' State veterinarians but at many points the supervision is inadequate, More 
- stringent: controls, backed by enforcement of the law, would be helpful in 
‘cutting down on. disease problems, 


‘Grading 


Grading has been practically rejected in the Corn Belt and range areas with 
few exceptions. I firmly believe that the East and South have an opportunity 
to make grading work better than these other two areas, Livestock production 
is newer and a good grading program, if properly managed, can be sold easier 
to people: who. are coming to market for the first time, Livestock producers 
will learn rapidly that prices are based upon grades and quality if they have 
the Gangs to see grades applied in the sale of their livestock, 


some years ‘back is had the experience of ae and fo ee odd lots of: 
slaughter steers on a Corn Belt market. The experiment would have benefitted 
commission company, farmer and buyer but it met violent opposition from’ 
buyers and farmers and had to be abandoned, yet we had the proof that better 
prices could be secured and expenses gut by leant and pooling individual 
animals. | 
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Pooling 


Pooling into uniform lots and grades seems to be almost a necessity if im 
provements aré to be made ‘in marketing as the bulk of today's consignments 
are small. “ooltng nrovides eraces ‘in su*fietent suartite to attract avers 
who want to purchase a carload or a truck load at one bid. It can also be 
_ used in ‘putting together as few as four or five animals to satisfy the needs 
of the smaller killers, slaughterers or farmer buyers, I believe that pool- 
ing would solve the problem resulting from late evening and all night sales 
where each animal is sold individually. I have seen cattle sell 1 to 3 
dollars a hundredweight less at 11 p.m. than at 4 p.m. I was told the sale 
continued until 7 a.m, the following day, You can draw your ow conclusions 
as to prices firmers received for their cattle under such conditions of sale, 
Good buyers work on a definite daily schedule and don't like such hours, 
Only traders and speculators looking for bargains are going to stay those 
hours, “e certainly ought to be able to figure out some improvements here, 
Earlier starting hours will also help both farmers and livestock buyers are 
early risers so there is no reason to wait until afternoon to start an 
auction sale, ) . . 


Competition and Volume 


With the increase in auctions has come the problems of securing adequate 
volume and competitive bidding for livestock, Too many markets and too few 
buyers seems to be a plague in many places. It takes livestock in sufficient 
quantity to make a good market, Volume is necessary to attract active buyers, 
Whenever the volume is split by a large number of small markets good buyers 
feel that they cannot afford to attend all of these markets, Lack of volume 
also encourages buying and speculation on part of the market operator, If 
the operasor becomes involved in the buying and selling of his ow livestock 
it becomes his first interest and he fails to render service to the farmer, 


Buyers soon spot the markets that follow shady practices and either go into 
"cahoots" with the operator or stay away from them, There have been reports 
that some markets even ignore buyers bids st times in order to buy the live— 
stock themselves or knock it down to some trader, These problems require 
constant attention and maybe some drastic measures to correct them, 


I have tried to stay away from discussion of hog marketing but one feature 
needs attention in the South, The practice of "plus" or buyers choice in 
selling of graded hogs should be eliminated in my judgment. It tends to do 
away with buying competition and often drives small slaughterers away from 
the market, All markets should strive to offer hogs in lots suitable to 
the buyers needs, Large packers can always proteqt® themselves by forcing 
the swall killers to pay as much or more for their hogs as they were forced 
to pay. 


Producers Credit 


The problem of credit to livestock growers is probably more acute in the 
East and South than most other sections of the country, Bankers and loan 
agencies in these areas have had little experience vith livestock so are 
hesitant about making loans, The action of the cattle market and experiences 
of the past year haven't added to their confidence, 


aires 


Credit has been geared to cash crops in the South, The Northeast hasn't 
reqiired as much credit. ‘ith the shift to more livestock production, 
credit agencies in these areas have had to adapt their operations toa | 
practically new industry, one in which they had little operating experience. 
Hence they are Sto] to recognize the peeds One the Tayesbock man. 


There is a raed for both ere enn Brat arid ecrataete types of credit 
for livestock producers in your areas. The short term credit for the 

feeder and the intermediate type for the cow and calf man who needs two to 
five years to get started and build his herd before he can realize returns. 


I know that more consideration is bein; given to credit needs in these areas 
for the livestock producers but there is need J for more study by research. 
workers and credit agencies. 


Marketing and livestock credit will be more integrated in the future than it 
has in the past, Some credit agencies are now asking where the borrower is 
going to market his livestock, The marketing program is going to be 
saettated along with the © grower's financial statement and production plans. 


ra 


predtatich uredsy in the Area 


In ean West a number of large peoperabively owned livestock credit corpora- 
tions are closely affiliated with: cooperative livestock marketing agencies. 
The marketing cooperatives cater to the livestock buying and selling needs 

of farmers and ranchers. Producers needing credit to finance their Livestock 
operations secure it from their cooperative livestock credit corporations. 
This arrangement has worked out well for the past 25 years. 


Buyer Greusy 


Financial responsibility is. important to all segments of the livestock in, 
dustry. The problem of extending credit to packers and slaughterers buying 

at your local markets and livestock auctions ceserves consideration, In the 
Corn Belt livestock is sold on a cash basis but in the Fast and South a 

week's credit and sometimes even more is extended, It is unfair to .commission 
men and other market operators to be placed in a position where they must 
finance packer operations. - Heavy losses to livestock producers and marketing 
agencies have resulted from failure of packing companies to pay for livestock 
purchased, Southern and Eastern livestock should be sold on a cash basis. 

If any credit extensions are made buyers should be required to post bond to 
cover purchases on credit. This may require legislation in some States but 

it is an action that should be taken ge the Sek A of livestock ta oka Sate 


‘Seasonality 


Production ‘of livestock is a eee eal proposition in ‘all sections, It seems 
to’ be even more’so at the present in the South and East. I don't believe 
that it necessarily needs to continue unless you are going to produce only . 
for the stocker. and feeder calf market. The range area follows marketing at 
only 1 season (fall) because they lack wsture and hay to carry many cattle 
through the winter other than a cow herd, Many Corn Belt cattlemen are 
guilty of marketing on a seasonal basis because livestock is a side line and 
crops are the main interest, 


LP ae 


A Utopian condition would be achieved if all classes and crades were marketed 
in uniform numbers each week. Proper distribution would even out prices and 
cut down on processing, wholesaling and retailing costs, There exists the 
problem of how to produce and sell at the right time. With the weather on 
your side for producing corps, seasonal market gluts should be curtailed in 
the South, 


Extension's Part in Livestock Marketing 


~The extension workers are to be highly commended for their aid in livestock 
marketing. You have given many long hours and hard work to push marketing. 
“Your work with the feeder calf sales have been an example for others in many 
sections of the country. ; 


Livestock Market News 


“Market news is important information for the livestock producers, How to 
make available a valuable service to the farmer is a problem. The lack of 
‘terminal or central markets makes accurate market news less reliable, Re 
porters are unable to see enough cattle to determine if prices are the same 
for each grade sold at the many markets, Further study should be conducted 
to improve collection and dissemination of accurate and timely market news, 
Livestock producers need:this information to make decisions: when and where 
‘to market their livestock. di! 


_A big problem remains to be solved. And that is, securing the participation 
of the livestock producer, Enroll the farmer in a campaign so that he, not 
you, tukes the responsibility of seeing that good marketing practices are 

observed, Obtain producer-backing and support of markets which handle 
volume and attract buyers who really compete for livestock, Make the 
farmer realize that he is the one and only one who will benefit from a good 
livestock marketing system, that he is the one to see that problems are 
whipped; he is the one to get proper legislation if your State markets need 
legal controls, Work through your farm and community orcanizations, Your 
advice and counsel are needed. But do not become so involved yourself with 
the mechanics of marketing’ that you have time for nothing else, 


The South has several advantages in the way of production, These advantages 
.ean be developed so that you can compete in livestock production with any 
other area in, the country, he ak 


In marketing the field is underdeveloped, You are making progress but there 
is still a big job ahead. There is a need for qualified men to do marketing 
work, ifen are needed who understand and appreciate the duties and respon 
sibilities they owe the livestock farmer and to serve him well. You may need 
to send sme of your promising young men to the better developed livestock 
marketing areas to learn how to do the job first hand, The best packers 

_ train their buyers for years, The man handling and selling livestock 
deserves equal training, | 
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PROBLEMS IN SWINE MARKETING IN THE SOUTHEAST 3/ 


’ 


Hogs are grown on most every farm in the Southeast because swine 
can be worked into the production plan of most farms, Rarely 
are hogs the main source of income on Southeastern farms but are 
grown to market surplus grains and use other farm products, . 
According to the United States Vepartment of Agriculture, the’ 
Southeastern States-ranked high in the number of pigs saved in 


the nation in 1952, | : 
RANK STATE ‘ NO. SAVED 
8 dee Georgia 2,670,000 
10 North Carolina 1, 023,000 
a tas Alabama ) eer eal’ 
ie Tennessee ee cats UU 
7. Virginia 1,193,000 
20 - 7 - South Carolina 952,000 
23 Florida Mt S52, 000 


From the above figures, we see that hog production and marke ting 
is an important part of our farm enterprise, both from a stand- 
poing of marketing out grain through hogs and as a source of 
income, j 


Swine marketing in the Southeast is Similar to most areas in that 
hogs are bought primarily on a weight basis, 


Why do we want to grade hogs and sell on a grade, weight and: 
quality basis? Many of our agricultural commodities such as 
cotton, tobacco, lambs and cattle are sold ona grade basis and 
it works well, Producers receive a lower price for these lower 
grade commodities and say nothing, Paying ona grade and quality 
basis gives producers an inftentive to produce high quality pro- 
ducts, Why won't this same system of marketing work with hogs? 


I am going to attack the production and marketing problems from 
two sides, listing some of the major problems, 


First, points producers should try to correct - 


l.o Improve breeding and quality of hogs for Gli ie ene y jit 
»production and meeting consumer demand, — 


2, Castrate:pigs at an earlier age to prevent staggy hogs, 


3. Be more mindful of external and internal parasites and 
diseases, (Hspecially liver condemnation.) 


4, Bruises, cripples, deaths from farm to markets, 


PeeriL(how yiedea.) 
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Second, Buyers, Producers and Market Operators. 


1. 
Ce 
Be 


Le 


58 


or 


Poor job of grading or sorting. 
Penalizing meat-type hogs» 


Sviall processors paying more for heavy hogs than handy 
weight hogs bring at auction marke tse 


Competition during light run of hogs so keen, poorest 
job of grading, sorting according to weight done,» 


Paying more for particular breed regardless Of; LA Bisiy 
and qualitye 


Buying solely on weight basis. 


What are our best approaches to the problems? 


1. 


26 


3¢ 
Ye 


or 


hor 


Carry on an educational program for producers, market 
operators and processors, 

Inform hog producers of the advantages of producing 
meat-type hogs, 


Be Lard 
De Fatty cuts - heavy cuts 
Ce Consumer demands 


Use h+H and Adult Barrow Shows in educational programe. 
Have market operators and processors understand the 
importance of selling or buying on a grade basis thus 


encouraging production of meat-type hogs, 


Aid commercial hog producers in obtaining the desired 
ype of breeding stock ror market hogs. 

Conduct on-the-hoof and carcass cut-out demonstrations for 
producers, sellers, and buyers to identify and grade 

meat-type hogss 


an improved hog marketing system that will reflect price 


advantages for meat-type hogs it is going to take an effective 
educational program and combined efforts of producers, buyers, 
sellers and processors. 
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PROBLEMS IN LAMB MARKETING IN | 
TENNESSEE L/ 


Tennessee is a fairly large producer of spring lambs, Most 
of the sheep are located in middle Tennessee, although West 
Tennessee is growing in sheep numbers, Tennessee sheepmen 
have been on a western ewe replacement program for several 
years, Tennessee lambs go to market earlier than lambs from 
Kentucky, Virginia and North Carolina. ° | , 


The major lamb marketing’ problems in Téanessee are (1) buying 
power. With the exception of the Nashville market, there are 
seldom over two buyers at lamb sales and in some cases only 
one buyer, - There have been cases where. buyers actually divide 
lambs after a sale; (2) time of marketing, to get maximum 
returns for lambs, they’ should be marketed between the first 
of May and the middle.of Juneée Many lambs are held until hot 
weather hurts the grade and the price goes down; (3) volume, 
in areas away from terminal markets and lamb pools, some lambs 
go through auctions at low prices because there is not enough 
volume to warrant lamb buyers being presente : 


STATE LIVESTOCK’ MARKETING PROGLEMS 
_ SUMMARY 


In summary of our panel discussion on "State Livestock Marke ting 
Problems" I would like to draw your attention to: What is 
Marketing; and What Marketing problems should we be most con- 
aerned with? Marketing involves many services in getting goods 
from the producer to the consumer. While our responsibility 
lies.. with bettering the industry as a whole it would appear 
that this could best be accomplisned by building a more 
efficient marketing structure and improving facilities, With 
this approach we can better hope to eliminate many of the 
individual problems which are more likely to be reoccurring if 
once sOlvede © cit | Dee Oe 
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In order to summarize our marketing problems let us look at 
them in this order: 


ie 


ra 


30 


What to market. 


Under this we not only need to determ: ne the quality md 
quantity of animals to be marketed but to study the con-. 
sumer demand and how these prices by quality are reflected 
in producer prices. Livestock producers need to keep, in 
mind that the object of production is consumption and 
should strive to fill this demande Producers also need to 
know the prices by grades, weights and seasons. i... v 
In this category we have 4 great need for continuous. . 
research in order to be able to define our marketing © 
problems and determine their causée 8° EO ay ene 


In aduition to the above the means of improving consumer 
cducation is extremely importante “ 


Where to Markets 


Our producers have a problem determining where to market 
and the type of outlet to uses They need a better under- 
standing of the different grades of animals in order To 
make greater use of the market news service which would 
help determine the best market for the grade of animal 
they have to sell. In the way: of market news we need more. 
detailed. reporting for our local markets, The relative 
costs. of marketing through different outlets should also 
be considered,: such as transportation, commission chargesy. © 
and shrinkages ie 4 


How to improve the marketing structures 


The objective of improving the marketing structure is to 
reduce marketing costs to the end that farmers receive 
better prices and consumers are supplieu meat at a lower 
coste This is being done in some instances either by 
changing the marketing structure or by making each step 
more efficient. An example of changing the marketing 
structure would be selling finished cattle directly to 
the slaughtering plant, thus eliminating the auction or 
termiaal market. «4s for increasing the efficiency of the 
present structure an example would be to reduce the time 
required in selling by grading the animals and selling er 
pen lotse 
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GROWING IMPORTANCE OF ANIMAL H&ALTH 


We wish this morning to give you a run down on some of the old 
health hazards as well as touch on so called newer diseases, 

I would suggest that we don't stress-new diseases until we 
learn to apply knowledge we dlready possess to old disease 
problems, me i di 

We want you to feel that this is. your. meeting. We will dis- 
cuss. things we feel you are interested. in, When we have 
completed this phase, please feel free to discuss, argue, and 
ask questions, . 


. bangers DVsedeennii)s. | beth igs | ehiaes 

Basically a disease affecting reproductive tracts of swine, 
goats, and cows, Infectious to man as undulant fever, 
Occupational - slaughterhouse workers, veterinarians, and 
farmers. Can*be contracted from meat, milk, placenta. 
Eradication program now in progress, started by a committee 
of veterinarians and agricultural workers. Wisconsin in 
two years has - vas 

Blood tested one and one-half million cattle. 

Branded, appraised, and slaughtered nearly 77,000. — 

Vaccinated (State expense) over 5)j),000 calves. — 


and has ‘these specific points in its program:. 
Le. 2 DBR: (Ring) test each 6 months of all cream. and milk 
et stations, — ie Soe. os | 
ae Blood ‘test (State paid) of all DBR (Ring) tested herds, 
3, Compulsory slauchtér and payment of {ndemnities for 
all reactors. a eee pear , 
‘ h. Offietal (State paid) calf vaccination with Strain 19 = 
-or "M", Nearly 100 percent vaccinate, er) 
a :5, Controlled movement of all ‘cattle. 
6, ‘Encourage raising of own replacements. 
An tllustration of State control with deferred slaughter, 


Any animal over le months of age sold for breeding .purposes 
‘must be tested not more than 30 days, before sale, (90 days 
if whole ‘herd is clean), except - , 


a, Immediate slaughter. animals. ota, Palaces % Meo 
be Official vaeccinates within. 12 months of vaccination. 


This gives a basis to control flow of cattle from sale yards. 


Summary of presentation by Dre G. M, Merriman, Associate 

Veterinarian, University of Tennessee, at the Interre ional 

Pives tock Production and Marketing Conference, June ea ok 
953, Knoxville, Tenn, 
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"i" Vaccine : 
Developed by Huduleson about 196 or 19147. Mucoid strain of 
Brucella Sius, advantages - 


a. Used on any age over 8 months. 
be No post vaccinal reaction. 

ce Safe-on pregnant females, 

ad, Can be repeated every two years. 


Used only in Michigan, axcept under special prohibitive Federal 
regulations. We approve it highlys 


Leptospirosis of Cattle ¥ 

An acute disease of cattle with early deaths, loss of appetite, 
rapid breathing, and often abortions, First reported in the | 
United States in 19h. Symptoms - es mt Re . 


Many positive cows are. found with. no symptoms... 
Peracute cases may die before symptoms appear. 

Ome to two weeks incubation. ae: % 

often diarrhea, ay, ~ *. ae . 

Complete loss of appetite and milk flow. 

Temperatures of about 10h. 

Anemia and icterus. oi nf he 
Abortions in pregnant cows which live long enough. 

50 to 70 percent of herd infecteds . 9.9.7) wa CS bs 
Death rate 5 to 25 percent, especially heavy in calves. 
Spread by urine: of carrier animalse ‘GER | 


Diagnosis by serelogical tests need improving. Must be 
differentiated clinicaily from vibriosis, Bang's, shipping 
fever, anaplasmosis, Transmissable to man, Control and 
prevention - immunization likely to be successful, | 
Streptomycin and aeuromycin helpful in treatment. 


Blue-Toneue of Sheep (From South Africa) (out 

Tis is a virus disease of sheep, transmitted solely by 
biting insects, midges (culicoides), It was diagnosed in 
California in 1952, Texas in 1951, and tentatively diagnosed 
this year in Utah, The disease causes moderately heavy death 
loss, severe loss of wool value, and carcass weight. The. 

B, AeI, and State livestock officials are attempting to con- 
trol the disease, Vaccines have been promising in South 
Africas 


Acetonemia : 
Symptoms - three weeks after calving loss of appetite, weight, 


condition of milk flow, presence of ketones and acetones in 
urines 


Cause - Involvment of pituitary, adrenal, and pancreas, ..Lrop 
in blood sugar with resultant poor oxidation of fats, 
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Therapy (primary only) - Dextrose, still goods; Cortisone, 
Pepi weer e COOses* ALO. she 


Prevention - sti lA moner. ” 


Sterility ii ait ? j ne 
Nery, mportant, may affect 30 percent of: average herds, 
‘Various causes ~ hormone disbalance, often can be treated; 
Bang!s; vibriosis; other infections of uterus (metritis); 
ovarian disfunction; cysts; retained C.L. (corpora lutea). 


Sanitation” | 
proper disposal ise dead; proper disinfection; soap and 


water; and Oe Anes . 
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REPORT OF RESOLUTIONS COMMITTEE 


Believing that it is always fruitful procedure to examine the 
accomplishments of a working conference, the members of the 
1953 Interregional Livestock Production and Marketing Confer- 
ence assembled fromthe Northeastern and Southern Extension 
Regions at the University of. Tennessee as a part of its agenda, 
has attempted to study objectively the practical value of such 
annual conferences to the yarious Extension workers and State 
Extension programs, It is the unanimous consensus. of opinion 
of the membership of this conference that annual meetings are 
invaluable as a media for the exchange of professional ideas. 
and extension methods for professional development and improve- 
ment, and for the inspirational exchange of the means of 
solution of common problems in the Extension livestock produc- 
tion and marketing fields. 


Out of this annual conference has grown many of the most 
effective extension programs which have been carried out in 
recent years. This influence has come through the study of 
the situations within which programs have been developed in 
the various States, accomplishments through these programs and 
methods which have been followed in such developments, To 
mention but a few, some outstanding examples are: 


1s Expansion of lamb pools. 

as Increased use of yearling western ewes for replace-~- 
ment purposes, 

a The widespread development of demonstrational feeder 


calf sales, 

lig Increased impetus to the attack of the problem of 
surplus fats and oils through the promotion of 
the meat-type hog, 


At various times appropriate consideration has been given to 
the importance of pasture and farm production to feed for 
efficient growth of livestock, This has ineluded feeding, 
management, disease prevention and control, and the many phases 
of marketing problems. The accomplishments of past experiences 
are a clear indication of the effectiveness of this conference 
in coordinating the Extension livestock production programs and 
particularly the Extension marketing programs for the solution 
of the pressing problems of the immediate future, 


Be it resolved that this group express their deep appreciation 
to Director J, H. McLeod of the Tennessee Hxtension Service 

and his associates for their splendid cooperation and all their 
efforts in making this conference a success, 
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List of Persons in Attendance at the . 
INTERREGTONAL LIVESTOCK PRODUCTION AND MARKETING CONFERENCE: 


» June 15 -.19, 1953. 
Universi ty of Tennessee 
Se ee SOR EEEET: 
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ARKANSAS 


Me. Wa Muldrow, Extension Animal Husbandman, P.O, Box: 39). 
Little Rock,: Ark, 


Fred W, Harrod, Extension Livestock Specialist, Bastern 
Arkansas Livestock Association, Marianna, Arke. 


GONNECTICUT 


De Cy Gaylord, Extension Animal Husbandnan, erent of 
“Connecticut, Storrs,. Corin. 


GHORGIA 


Charles E, Bell, Jr,, Extension Livestock Specialist, 
University of Georgia, Athens, Ga, 


Re O. Lawhon, Gen'l Agriculture and Livestock Agent, 
Southern peggy ae Gas , | 


ILLINOIS 
Oscar ne Day, Heonomist, Wilson & COe, Ines; ‘Chicago; til. 
INDIANA. 


W. M. Beeson, Professor, Animal Husbandry, Purdue University, 
Lafayette, .Ind, f . 


KENTUCKY 


Ray Ce Hopper, Field Agent in Animal EN ARON, University of 
Kentucky, Lexington, Ky,» 


MARYLAND — 


Je its Foster, Head,. Animal Husbandry Depte, University of 
Maryland, College Park, Md, 


Amos R, Meyer, haeeenns Shegan av te’, University of Maryland, 


Boyd Tp, Whittle, Extension Specialist Animal Husbandry, 
University of Maryland, College Park, Md, . 


MASSACHUSETTS 


Byron E, Colby, Extension Spegialist, Animal Husbandry, 
University of Massachusetts, Amherst, Mass. 


~85- 


MISSISSIPPI 


Joe MeKewen, Livestock Marke ting Specialist, State College 
Extension, Box 1,568,Fondron Station, Jackson, Misse 


Paul F, Newell, Extension Animal Husbandman, Mississippi 
State College, State College, MissSe 


NEW JERSHY 


Don Kniffen, Animal Husbandry Specialist, Rutgers University, 
New Brunswick, N.Jdao 


NEW YORK 


Wendell HKarle, Agricultural Economist, Cornell University; 
Tthaca, Nele ‘ 


M, OD, Lacy, Professor of Animal Husbandry, Cornell University, 
ithaca, Nets | 


George R. Johnson, Extension animal Husbandman, Cornell 
University, Ithaca, NeYs 


NORTH CAROLINA 


Jack Kelley, In Charge, Animal Husbandry Extension, North 
Carolina State College, Raleigh, N.C. 


GeR, Cassell, Livestock Marketing Specialist, North Carolina 
State, College, Raleigh, N.C. 


H. D, Quessenberry, Livestock Marketing Specialist, North 
Carolina Department of Agriculture, Raleigh, Nae 


Ay Te. Lassiter, Tres Livestock Marketing, North Carolina 
Department of Agriculture, Raleigh, N.C. 


OHIO 


C. We Hammans, Extension Economist, Ohio State University, 
Columbus, Ohio 


E. C. Maxiener, Meat Grading Specialist, Production and: 
Marketing Administration, U.S.0.A,, Cincinnati, Ohio 


SOUTH CAiOLI NA 


A. L. DuRant, Leader, Livestock Marketing Work, Clemson 
Extension Service, Florence, So Ce 


Lewis F, Cato, Extension Livestock Specialist, Clemson 
College, Spartanburg, 5eCe 


R. De McNair, Extension Livestock Specialist, Clemson 
Extension Service, Columbia, N.C. : dn Diane ae 


‘ 
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TENNESSEE 


ay. aN) or, College of agriculture, 
University of Tennéssee, Knoxville,.Tenn, 


mee MoLeod, Dean anda’ Dirés tc 


ore McReynolds; Associate Director, Agricultural Extension 


Service, Knoxville, Tenn, | 


, J«,8», Robinson, Extension, Animal Husbandman,. University of 
Temnesseo!,) Knoxville, Tenn iat 
William P, Tyrrell, Associate Ext. animal Husbandman, 
University of Tennéssee, Knoxville; ‘Tenn, ° 
Joseph W. Houston, Asst, sxt, Animal Husbiindman, 


e ' 


University of Tennésseé, Knoxville, Tenn,. - 


Charles S, Hobbs, Head of Animal Husbandry~Vete. Science Dept.,. 
University .of Tennessee, Knoxville, Tenn. 


Harmon H.. Jones, Livestock Specialist, Tennessee Department of 
Agriculture, state Office Bldgs, Nashville, Tenn, 


A, L, Jerdan, Ext. Economist, Marketing, University of 
Tennessee, Knoxville, Tenn, 


Ed, Synar, Livestock Service Director, Wilson & Gos, Ince, 
Memphis, Tenn,.. . 


L. R, Neel, Hditor, Farm and ianch, Nashville, Tenn, 


Tom Je Hitch, President, Tennessee Farm Bureau Federation, 
Columbia, Tenn, sc tS ta ie? i : : 

J. William Cole, Assoc, Professor, Animal Husbandry, 
University of Tennessee, Knoxville, Tenn, 


By M. Merriman, Asso, Veterinarian, University of Tennessee, 

Knoxville, Tenn, mas "ae 

He. J, Warwick, Southern Regional Beef Cattle Coordinator, 
U.SeVeiey University of Tennessee, Knoxville, Tenn, - 


Ralph MeDade, Visual Aids Specialist, Extension Service, 
University of Tennessee, Knoxville, Tenn, 
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VIRGINIA 


C. My Kineaid, Professor, of .animal Husbandry, ‘aciacspiehn 
Polytechnic, Institute, Blacksburg, Vas. 


Ks. CG. Williamson, Beef Cattle Marketing, Extension Service, 
Virginia Polytechnic Institute, Blacksburg, Vase 


Hugh E.. Henderson, Associate Animal Husbandman, Extension 
Service, Virginia Polytechnic institute, Blacksburg, Vae 


George W, Litton, Head, Animal Husbandry vVept., Virginia 
Polytechnic Institute, Blacksburg, Vas 


Jack Da Johnson, Associate Professor Heonomics,. Virginia 
Polytechnic, Institute, Blacksburg, Vas 


WEST VIRGINIA . 


Benj. fs Creech, Extension animal dusbandman, west Virginia 
University, MORSenPOre Ws -V@o 


Joe mmch, Asste uae animal Husbandman, west Virginia 
University, Morgantown, W, Vas me ae 


BB, As Livesay, Professor, Animal dusbandry, West Virginia 
University, Morgantown, We. Vado. ve 


WASHINGTON, D.Ce (Ue Se UP le nOr AGRICUL TURE) 
Savile Warrington, agricultural Economist, Extension Service 


Thomas H, Bartilson, Extend! on Animal dusbandman, Extension 
Service 

~ . ; Le sa 2 j FS al 

Harold F, Breimyer, Agricultural Hconomist, Bureau of 

here Ca aaah Economics 


M. J. Cook, packers sae Stockyaris Division, Production and 
Marketing Administration 


"Re Le Fox, Agricultural Economist, Farm Credit Administration 
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